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LENOX WOLVES 
How! their challen g 


Guaranteed to equal any Hack Saw blade made 
today, whether it be Tungsten or High Speed, on 
any job, any time, any place. 

Cut for cut, blade for blade, “LENOX” quality 
and uniformity more than hold their own. 
“LENOX” Hack saws are sold through Industrial 
Distributors with full protection and sales co-op- 
eration. 


We will continue this policy. 
Sell “The Blade in the Plaid Box’ 
for satisfaction and profit. 





























HAT'S BACK OF 
THE PACKAGE ?.. 


The requisition your customer sends reads so many 
bolts of specified sizes—so many nuts, etc. He is 
buying them. You are selling them. But, when you 
fill the order, don’t forget that you are doing more 
than selling nuts and bolts. You are accepting a | 
responsibility. | 

In use, a broken nut may cost a life. A stripped \ 
nut may tie up production. A snapped turnbuckle : 
may cause untold damage. When performance hangs 
by a thread, discriminative purchasing becomes im- 
perative. 

Upson headed and threaded products are sold in 
competition with other brands. They allow you to 
give your customers Upson quality, Upson depend- 
ability, Upson uniformity at no premium. So you 
can well afford to look behind the package and see 
the value of a proved name from the eyes of one 





who trusts your judgement—your customer. 


Bolts and nuts in all standard and special 
shapes, sizes, alloys and finishes. Standard 
and special rivets of all kinds. Wire rope 
clips. Turnbuckles. Belt fasteners. Auto- 
motive and railroad special items. Headed 
and threaded products for every use. Your 
specialties are our specialty. 
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A STATEMENT OF PoLicy 


by 


J. H. CONNORS 


VICE PRESIDENT . . . THE B. F. GOODRICH CO. 


OODRICH is convinced that greatest mutual benefit 

is possible through the cooperative association repre- 
sented by merging its productive power as a manufacturer 
with the sales power of the industrial goods distributor. 


Goodrich believes in the policy of selling its staple 
industrial rubber goods through bona fide distributing con- 
nections. 


Goodrich recognizes the fairness of complete co-operation 
with its distributing connections in established normal 
markets. 


Goodrich is definitely well equipped, through long con- 
tinued associations, with knowledge of procedure best serv- 
ing mutual interests. 


Goodrich recognizes that the local distributor can serve 
his community with definite economic advantage ... and 
that its obligation is to add to existing strength by products 
of uniform excellence, proper prices, efficient service, sales 
co-operation, and other factors of assistance. 


Goodrich invites investigation of its cooperative plan. 





VICE-PRESIDENT . . . THE B. F. GOODRICH CO. 


The B. F. Goodrich Co. 


Akron, Ohio + 


Belting, hose and other rubber 
goods for every industrial need. 
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requirements. 








These and Many More 


FIG. 890 


JENKINS IRON BODY BRONZE 
MOUNTED GLOBE VALVE, 
SCREWED. Regrinding, union bon- 
net. For 150 Ibs. steam working 
pressure. 


FIG. 743 
NEW STANDARD BRONZE GLOBE 
NEEDLE VALVE, with bronze 
spindle. For close. regulation of 
air, gasoline, and other fluids. For 
200 Ibs. steam working pressure. 


In addition to the well-known line of Jenkins globe, angle, cross, check and gate, bronze and iron body valves in standard, 
medium and extra heavy patterns, Jenkins make many valves of a special design that have found wide use ina diversity of 
applications. Some of these valves are illustrated herewith. Perhaps you may find among them the solution for particular 
lf not, please write us, for there is a Jenkins Valve in bronze, iron or steel for practically every valve need. 





FIG. 750 


BRONZE REGRINDING UNION 
BONNET GLOBE VALVE. For 
200 Ibs. steam working pressure. 
Also obtainable in angle, cross and 
check patterns, screwed or flanged. 


FIG. 762 


JENKINS BRONZE REGRINDING 
SWING CHECK VALVE, SCREWED. 
Renewable bronze clapper. For 
200 Ibs. steam working pressure, 
or 300 Ibs. water, oil, air or gas 
working pressure. Can be installed 
on horizontal or a vertical pipe line. 








FIG. 720 


BRONZE RAPID ACTION VALVE 
for hot and cold water and other 
fluids. Quick flow, on and off. 
Opened or closed instantly. Stays 
open without the aid of set screws 
or locking devices. 


FIG. 124 


STANDARD BRONZE Y OR BLOW- 
OFF VALVE. Opening in line 
with pipe. Renewable disc and 
seat ring. For 150 Ibs. steam 
working pressure, or 250 Ibs. water 
working pressure. 





FIG. 357 
BRONZE SELCLO VALVE. For 


severe service where valve is oper- 
ated hurriedly or carelessly. Suit- 
able for use on either steam, air or 
water line. 


the complete Jenkins BOOK OF VALVES - 





JENKINS BROS. 


80 White St., New York, N. ¥Y.; 524 Atlantic Avenue, 
Boston, Mass.; 133 No. Seventh St., Philadelphia, Pa.; 
646 Washington B!vd., Chicago, I!l.; 1121 No. San 
JENKINS BROS., Limited, 
Montrea!, Canada; London, Eng. Factories: Bridgeport, 
Conn.; Elizabeth, N. J.; Montreal, Canada 


Jacinto, Houston, Texas. 


FIG. 710 


AIR GUN. JENKINS RENEWABLE 
DISC specially compounded for 
compressed air service. Standard, 
flat, rounded or extension tip. Im- 
proved ‘‘easy-curve’’ lever conforms 


to the hand. 


BRONZE 





IRON STEEL 


VALVES 


Since 1864 
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Determine your Market 


pointed out that sales managers, 

generally, are attempting to function 
with too few facts concerning their mar- 
kets. “A man’s judgment is no better 
than his information,” says Dr. Klein. 
This being true, it behooves sales man- 
agers and other business executives to 
dig up all the facts available about their 
markets, so as to be able to direct sales 
efforts mgst profitably. 

The Census of Distribution has brought 
to light many glaring examples of busi- 
ness organizations being totally ignorant 
of their markets. For instance, it was 
learned through the census that 17 indus- 
tries were using the goods of one manu- 
facturer without his knowledge. Obvi- 
ously, this firm was mis-directing its sales 
and advertising efforts. 

It has been said that sales management 
is lacking in the average industrial sup- 
ply house. The same can be said of prac- 
tically every other type of business and - 
the reason for it, of course, is that too little effort has 
been expended toward securing essential marketing 
facts. To direct sales effort intelligently, it is necessary 
to know your market in the terms of the products you 
are selling. Once that information is had, it is a simple 
matter to get the best results from a given amount of 
sales effort. 

For years, Mitt Suppiies has emphasized the need 
for distributors to sell on facts, not guesswork, pointing 
out the necessity for actually knowing what, where and 
how to sell. Mitt Suppties’ campaign in the interest 
of profitable selling culminated in February, 1931, with 
the launching of its Market Determination Plan. This 
plan places upon the manufacturer the responsibility for 
knowing where and how to sell his products. The dis- 
tributor, on the other hand, is expected to know his local 
market thoroughly—the number and type of industrial 
plants and the key men in them who are responsible for 
specifying and purchasing supplies and equipment. 

In launching its plan, Mitt Suppries made available 


[ a recent address, Dr. Julius Klein 


THEN 


DEVELOP IT 


(T HE planned selling of known 


products in known markets is the key- 
stone of Mills Supplies’ Market De- 
termination Plan, which, though but 
a year old, has already taken hold 
throughout the industry 


four charts to be used in tabulating essential data, The 
first chart, “Distributors’ Market Analysis Chart,” is 
for use in enabling distributors to break down actual 
sales against potential by types of industries. 

The second, “Product Application Chart for Manu- 
facturers,” the use of manufacturers in providing 
distributors with u. .a concerning the application of their 
products in specific types of plants. 

The third, “Product Application Chart for Users,” 
has a dual purpose. When properly filled in, it provides 
distributors, first, with a picture of the product require- 
ments of individual users ; and, second, serves as a check 
against data provided by manufacturers as to the appli- 
cation of their products in specific industries. 

The fourth, “Distributors’ Recapitulation Chart,” is a 
master chart designed to give the distributor a picture 
of his market—the industries which afford the greatest 
sales possibilities, the products for which there is the 
most urgent demand, and an accurate comparison of 
actual business with potential. It contains all the vital 
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facts appearing on the other charts and is of real aid to 
the sales manager in directing sales effort. 

This marketing program of MiLt Suppties was pre- 
sented, not as a panacea for industrial sales and mer- 
chandising ills, but, rather, as a suggested guide to 
profitable selling. Making the plan effective, of course, 
rests with the individual companies which put it into 
operation. The method of using it does not matter, just 
so the principles are carried out. 

Since announcing the plan, Mitt Suppvies has fur- 
nished hundreds of distributors and manufacturers with 
charts and other detailed information concerning it, and 
while the time has been rather limited to enable indi- 
vidual organizations to 
get the program fully 


occasionally, so that changes can be watched. Should 
improvement on any member of this latter group be 
noted, the account is automatically placed in the first or 
second class. 

“This market determination plan has been in effect 
now for several months, and we can see where it is 
going to be of immense benefit to us, as the details are 
worked out. 

“In order to carry our marketing plan further, we 
are making up a list of the various types of industries 
in the territory we cover. When completed, this list will 
include some 25 or 30 classifications, such as coal mines, 
paper mill, quarries, power plants and the like. This 
classification list will be given to 
ach of our salesmen who will fill 











under way, there is evi- 


dence that many are 
applying its principles. 
The E. A. Kinsey 


Company, Cincinnati, as 
E. B. Andrews, 
manager, reported in the 
January issue of this 
magazine, in realining its 
sales policy has made a 
complete territorial sur- 
vey. With the facts as 
to what and where to sell 
tabulated, the company 
finds that the “how” 
angle of selling can 
safely be left to a com- 
petent sales force. Mas- 
ter which show 
the running sales records 
of individual customers, 
are also maintained. 


sales 


sheets, 


Another distributor 
who is following out the 
principles of planned 
selling, as outlined in 
Mitt Suppwies’ Market 
Determination Plan, is 
The Ross- Willoughby 
Company, Columbus, 
Ohio. W. C. Hunter, 
president, says: 

“Some time ago, 
inaugurated an analyti- 
cal method of classifying 
our market. Our sales- 
men, with the help of 
our sales manager, ana- 
lyze their territories with 
the idea of ascertaining 


we 


success.”” 


Willoughby Company 





“THE further we get into the 
subject of market determination, the 
greater the possibilities loom. 
We believe the day is past when 
haphazard methods will succeed. 
Scientific, well-planned selling is 
going to be the answer to future 
W. C. Hunter, president 
and generel manager, The Ross- 


in, under each type of plant, such 
items as he finds can be sold. 

“This method will have a two- 
fold advantage. First, it will aid the 
salesman in giving serious thought 
to analyzing his customers from the 
standpoint of requirements, and sec- 
ond, it will be of real value to us 
executives as a yardstick for meas- 
uring sales results. 

“The further we get into the sub- 
ject of market determination, the 
greater the possibilities loom. We 
believe the day is past when hap- 
hazard methods will succeed. Scien- 
tific, well-planned selling is going 
to be the answer to future success.” 

The R. C. Duncan Company, 
Minneapolis, also believes in market 
analysis. It is using to good advan- 
tage a market survey card on which 
is listed the items regularly carried 
in stock. First, its salesmen use this 
card in finding out from customers 
just what they need. After the com- 
plete round of customers is made, 
the company has a fairly accurate 
record of its customers’ require- 
ments. Obviously, this information 
is valuable in checking stocks car- 
ried and also in directing sales 
effort. 

The card also serves as a re- 
minder to customers, for a copy of 
it is given to them to hang in their 
offices. Across the top of the card 
is printed, “Check items used by 
you. Remember us when in need.” 

In writing of his company’s activi- 
ties, R. C. Duncan, president, says: 








the sales potential. Cus- 





tomers are divided into 
three classes. The first class consists of customers from 
whom a satisfactory volume of business is now secured ; 
the group accounts with sales 
possibilities sufficiently large to warrant concentrated 
effort; while the third embraces accounts too small for 
consistent attention. 


second includes those 


“The first and second groups are called upon relig- 
iously at regular intervals. The third group is contacted 
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“Our experiences with the market 
survey cards have proven to us 
conclusively that it pays to go after business in a well- 
organized manner.” 

The Syracuse Supply Company, Syracuse, New York, 
is also a thorough believer in market determination. 
It has departmentalized its business and is analyzing its 
territory in terms of product requirements. Prospects 
are graded, according to their potential business, and 
then sales effort is concentrated (Turn to page 48) 
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Why Distributors should take 






to Selling 


Welding Equipment 


HE industrial distributor has 

been stung many times. He has 

seen his warehouse shelves filled 
with obsolete stocks. Months of sales 
effort have been uselessly expended on 
lines, which, in the beginning seemed 
sure winners for the long pull, but 
which were suddenly displaced by 
something better out of a clear sky. 

So in him there has been built up a 
latent conservatism, which we might 
fairly call a merchandising stubborn- 
ness toward going into untried fields. 
This is natural, and to a measure 
commendable, but when carried too 
far, it can lead to overlooking bets. 
We are not in this business of dis- 
tribution to make just enough money 
to cover our antes. When fate thrusts 
the cards upon us, we all wish to play 
the hand for what it is worth. 

If there is any one direction in which the distributor, 
today, generally speaking, is overlooking a bet, it is in 
not getting into the welding and cutting equipment field 
with both feet. This statement is made after a number 
of years of intimate contact with industrial distributors 
throughout the country, and also close contact with a 
great many types of industrial plants. 





A typical acetylene generator and oxygen supply station on a 
pipe line job. 


MARCH, 1932 


The welding and cutting industry 
offers unusual profit opportunities. 
Equipment is now largely standard- 
ized and can be sold successfully by 
regular line salemen. Profit margins 
are adequate and the sales potential 


1s large 


By HENRY W. YOUNG 


Pacific Coast Representative, 
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Check me. Am I not right in this? The welding and 
cutting torch is fast becoming the universal tool. Bear 
me out, you men who have access to every kind and type 
of industry. Are not the iron and steel industry and the 
welding industry now marching shoulder to shoulder? 
You know as well as I do that the steel frame buildings 
of the immediate tomorrow will be welded. Not much 
imagination is necessary to know that the entire metal 
building will be here next. It has already 
started to come. The metal base highway is 
in the offing. Welded ships, welded stadiums, 
welded lamp posts, welded pretty much every- 
thing. This is no dream. Much of it is here. 
All of it is coming as surely as day follows 
night. 

All that is needed now is a solidly welded 
network of industrial distributors, who will 
see that the millions upon-millions of dollars 
worth of cutting and welding equipment that 
is being sold right now begins to pass through 
their hands at a profit. Also, that they get 
their share of the profit on other scores of 
millions of dollars worth of repair parts, sup- 
plies and accessories that are now flowing 
past their doors. 

If you think that I am talking through my 
hat, just remember that right now the welding 
and cutting industry, in all its ramifications, 
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The magnitude of a pipe line job is exemplified by this trainload 


of pipe, all of ‘which is to be welded. 


is the eighth largest in the 
United States. From noth- 
ing to that in 20 years! 
More convincing, perhaps, 
is the appended table of 
some of the applications of 
welding and cutting, with 
the sales possibilities con- 
servatively given, on page 9. 

Many industrial distribu- 
tors are now handling weld- 
ing and cutting equipment 
successfully. Strange to 
say, however, the majority 
are not. Yet, manufactur- 
ers are now looking for 
distributor outlets. They have been busy for many years 
keeping pace with the rapidly increasing demand for 
their product and with the engineering details of its 
development. But now equipment is standardized and 
volume assured. What is more logical, therefore, than 
for manufacturers to look for the logical distributing 
channel which, of course, for reaching industry, is the 
industrial distributor. 

While it is undoubtedly a fact that some distributors 
of welding equipment have been held back through fear 
that it will not do what it is supposed to—that 
welds will not hold, that the equipment itself 
has “bugs” and is subject to many costly 
returns—yet, I think that this is in reality 
archaic. The majority of you who are special- 
ists in the judgment of all manner of industrial 
tools and equipment know those things are a 
matter of the past. 

What is holding some of you back more 
than anything else is, in all probability, the 
uncertainty as to whether or not the line will 
fit in with your other lines and will not be too 
technical to be handled by your sales organ- 
ization. You fear undue “specialization,” with 
attendant overhead, like poison, and your are 
not to be blamed. Also, you have been uncer- 
tain as to manufacturers’ policies and whether 
or not they are going to be willing to let you 
in on the real business, or ask you to lap up 
the skim milk. Perhaps in the past you have 


& 





approached some of them or have been ap- 
proached, and the milk looked pretty blue to 
you. But how recently have you gone into 
this matter seriously ? 

To the first of these legitimate questions, 
ability to absorb the line, it is possible to 
answer with assurance, out of the experience 
of distributors who are now in it, that it can 
be done with comparative ease. Distributing 
welding equipment offers no insurmountable 
obstacles in so far as stock carrying is con- 
cerned. Your regular salesmen can sell it, so 
far as technicality goes. All they need is an 
elementary knowledge of welding. In fact, 
they can as a rule out-sell the specialized sales- 
men who have so much knowledge of welding 
that they create arguments rather than write 
orders. Bear in mind that 
today, among buyers of 
welding equipment, where 
there is one novice there 
are a hundred experts who 
know more about it than 
the average salesman could 
ever hope to learn. More- 
over, these experts are 
touchy on the subject of 
being told. Your men go to 
them with a beautiful tool 
to sell, that is all. You 
would not go to an old trap 
shooter who can break his 
95 any day and talk to him 


This gasometer is of welded construction. of ballistics, and how to 


hold a gun, if you wanted 
to sell him one. You would simply put the mechanism 
in his hands and say: “Mr. Brown, look at it. How 
does it feel to you?” 

Furthermore, there is a decided human _ interest 
feature to welding and cutting equipment that cannot 
be gotten around. Did you ever see such an operation 
going on—welding a rail or cutting off a girder, that 
you personally did not feel the urge to get hold of the 
torch and do it yourself? Your salesmen have the same 
urge. It is easy to set up a little welding shop in your 





This ship, disabled in the “Golden Gate,” was scrapped with 
hand-cutting torches. 
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warehouse and let them go to it in their spare 
time. And go to it they will, for I have seen 
them doing that very thing late on a Saturday 
afternoon. The value of such action is apparent 
for it is the products that salesmen know about 
and have an interest in that they sell best. 
Also, there is the question as to whether to 
handle oxy-acetylene welding and _ cutting 
equipment, electrical welding equipment or 
both. Both have their fields, naturally. Gen- 
erally speaking, oxy-acetylene will both weld 
or cut anything. But there are some things 
that electrical equipment will do better, as in 
some factory welding. operations where the 
work goes through almost as fast as through a 
sewing machine. Generally speaking, also, elec- 
tricity will weld, but not cut. It will melt 
through a piece of metal, but not cut it through 
sharply as is the case with the oxy-acetylene torch, 
Many industrial disrtibutors who have gone into the 
line extensively have taken on both oxy-acetylene and 
electrical welding. It gives them more latitude. They 
can sell the customer what is best for his needs, and 
while competitors are crying “my oxy-acetylene is best 
for you” and others are telling the customer “don’t let 





Welding a gas main. Every city has potential business of this sort. 


‘em kid you, an electrical welder is what you need,” this 
particular distributor can say: “I can give you either 
one. I handle both, and after looking the situation over, 


will recommend what I think 


in hand.” 


is best for the work 


But the handling of the dual line is largely a matter 
of circumstances, depending upon the classes of work 


Major Markets for Welding and Cutting Equipment 








INDUSTRY APPLICATION 
Railroads Locomotive repairs, track maintenance, | 
| car repairs, car scrapping, signal de- | 

| partment, general maintenance 
| | 
Garages Fender repairs, radiator repairs, frame 


and axle straightening, carbon burning 


General Machine Construction, maintenance 


Shops | 

Pipe Line Con- Pipe line welding | 

tractors | | 
Building up shovel and bucket teeth, 

Contractors hard-surfacing 

Oil Refining Every welding, brazing, soldering, lead | 


burning, hard surfacing, or cutting oper- 
ation is employed by the oil companies 


Road Building | 
| 
| 


Airplane Construc- 


Employed in factories and airport shops, 
tion and Repairs 


fuselage welding, skid shoe surfacing 


Foundries 


Cropping of billets, cutting of risers, 
casting repairs, maintenance | 
} 
| 


Steel Companies Same as foundries 


Structural Steel 
Shops 


} 
Cutting shapes and parts, welding struc | 
tural shapes 
| 
| 
| 
| 


Street Railways Repairing rails and crossings, building 
up battered rail ends, car repairs, gen- 
eral maintenance 


Shipyards 


Every known use of welding and cutting 


Mines Emergency repaiss, construction main- 


tenance, mine railroads 


Battery construction and repairs 
| 


Battery Shops 


Farms Building up plowshares, hardening cul- 


tivator teeth, general repairs 





Lumber Industry 


Saw repairs, maintenance, railroad main- 
tenance and construction 


Plumbing Con- 
tractors 
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Now being used more and more exten- | 
sively to make welded joints in plumbing | 





SALES POTENTIAL 


Up to 1000 and more 


units 


One or more welding 


and cutting units 


1 to 100 or more 
units 


20 to more than 250 


units 


1 to more than 25 
units 


Unlimited sales 
opportunities 


1 to many units 


1 to many units de- 
pending upon the size 


of the foundry 
Many units 
20 or more units 


Up to 50 or more 
units 


Few to hundreds of 


units 


Several to 50 or 
more units 


1 to several units 


1 or more units 
1 to many units 


1 to several units 


being done by industrial plants 
in the territory. 

Finally, on this matter of 
whether the line will fit in, re- 
member these two essentials to 
any line having first-class sales 
possibilities: 1. Does it have 
profitable supplies and accessory 
items attached to it; and 2. Does 
it have a profitable parts busi- 
ness incident to it. In the case of 
welding and cutting equipment, 
the answer is affirmative in both 
cases. Supplies, such as rods of 
various metals, fluxes, solders 
and so on are used in great quan- 
tities and constantly. Some of 
the metals, for special purposes, 
run to dollars for a single pound. 
All command a good price at a 
good margin. Then in acces- 
sories there are gloves, goggles, 
and other safety equipment. The 
torch itself will not last forever, 
and certain parts like tips must 
be replaced often, at good profit 
to you. Torch manufacturers are 
not quite like Mr. Gillette who 
gives away the “torch to sell the 
accessories,” because they do not 
manufacture the accessories. But 
with this welding and cutting 
line, there is a mighty good 
“blade” business for you. 

The second of the two major 
“hold back” factors mentioned 
above is uncertainty as to manu- 
facturer attitude on distributor 
protection and cooperation. No 
one I know (Turn to page 56) 


9 





Sales Tonic 


d hadbolt and Boyd 
Company’s second annual sales 
clinic not only stimulated im- 
mediate sales, but also laid the 
groundwork for considerable 
future business 


HAT is the value of holding a sales clinic for 
customers and prospects for the purpose of 
conveying to them practical data concerning the 
lines you sell? Can such a clinic be made to pay a profit, 
or must it be charged to sales expense? Is it possible to 
get a satisfactory turnout of buyers, or is the attendance 
limited to a comparatively few? 

What is the attitude of manufacturers as regards get- 
togethers of this kind? Will they cooperate to help 
make them successful ? 

How about the effect of such meetings on your own 
men? Are they pep-builders or time-wasters ? 

Of course, the answers to these questions depend 
largely on the character of the sales clinic and the way 
in which it is managed. Properly conducted, however, 


A few of the industrial supply exhibits which were set 
up for the clinic. 








A Sales Clinic Proves to Be a 





As each customer arrived, he was asked to sign a book 

at the registration desk. After registering, he was given 

a numbered button which entitled him to a chance at 
the attendance prize. 


a sales clinic can be made not only a good-will builder 
and an educational force, but an actual sales producer 
as well. At least, such has been the experience of Shad- 
bolt and Boyd Company, Milwaukee, which just recently 
completed its second successful yearly sales clinic. 

Early in 1931, Shadbolt and Boyd hit upon the idea 
of holding “open house” for its clientele. Because it 
was a new venture with the company, the first clinic 
was conducted on a very modest scale. Profitable results 
were immediate, however, and the company was con- 
vinced of the advisability of carrying out the idea on an 
enlarged scale the following year. 

Thus, during the week of January 16 to 23, Shadbolt 
and Boyd’s second annual sales clinic was in progress. 
It was held in the company’s own 
building, the exhibits being open 
from 10 in the morning until 10:30 
at night. 

Invitations, of course, were sent 
out far enough in advance to per- 
mit them to make the necessary 
announcements to every customer 
and prospect on the company’s 
books. Then, for three solid days 
prior to the clinic’s opening, the 
company’s salesmen were given an 
intensive training course so that 
they would be unusually well pre- 
pared to make practical demonstra- 
tions and answer questions readily. 
During this training course, factory 
men helped out, each taking no 
more than two men at a time and 
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Above: 
instructions, accompanied by actual 
demonstrations, were given to those 

interested. 


Practical demonstrations of paint 


spraying outfits were given 
during the clinic. 


working for two hours with 
them. During the clinic, there 
were 48 Shadbolt and Boyd 
salesmen on duty. They 
worked on shifts so as not to 
become too worn out to do an 
efficient job. 

The clinic embraced 
every division of the company 
including industrial supplies 
and equipment, steel and 
heavy hardware, lumber and 
building materials, trimmings, 
automotive supplies, electrical 
refrigeration and radio. 

The purpose of the clinic 
was not only to display prop- 
erly the merchandise handled, 
but also to make it possible 
for customers to bring their 
foremen and other employees 
in for actual operating instruc- 
tion on specific equipment. 
For example, schools for weld 
ing, paint spraying, tapping 
and other operations were con- 
ducted. These were 
very well attended, one indus- 
trial user alone sending eight 
men for instruction. 


sales 


schools 


Welding information and 


In addition to the business part of the clinic, 
everything possible was done to make each visi- 
tor’s stay comfortable. A registration desk was 
maintained and as each person registered, he was 
given a numbered button. This button made a 
man eligible for certain attendance prizes, which 
were furnished by manufacturers. Incidentally, 
the supplying of these prizes was the only expense 
manufacturers were asked to shoulder. The but- 
ton given to each registrant also served to identify 
him, as his name and address were imprinted 
opposite the number. 

One of the lower floors of the building was 
decorated attractively and provided with tables 
for the serving of complimentary meals to guests. 
This room was called the “ice cave’ and proved 
to be a mighty popular place. 

When the time of the year and general busi- 
conditions are taken into consideration, 
the registration was unusually 
heavy, approximately 2500 
customers and prospects at- 
While the majority, 
of course, came from nearby 
Wisconsin points, there were 


ness 


























tending. 


also guests from the surround- 
ing states of Michigan, Minne- 
sota, Illinois, and Lowa. 

That these people did not 
come just out of curiosity is 
seen in the fact that there was 
a steady stream of 
during the clinic, 


sales all 
The total 
amount of business actually 
booked, as a matter of fact, 
was sufficiently large to con- 
vince the Shadbolt and Boyd 
Company that a sales clinic, 
properly conducted, is profit 
able. 

Of course, in addition to the 
immediate (Turn to page 50) 





The ease with which the company’s 

salesmen were able to demonstrate 

products and answer questions 

proved that they were well versed 
in their lines. 
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HE central office of 

the Joint Merchandis- 

ing Committee was 
established last August and 
R. M. Gattshall appointed 
executive-manager. It was 
charged with the responsi- 
bility of carrying on the 
work of the Committee, the 
purpose of which is: 

1. To show that the 
shortest route for indus- 
trial supplies to the user is 
through the industrial sup- 
ply distributor and to em- 
phasize this fact to manu- 
facturers, distributors and 
users. 

2. To establish by con- 
tinued research, such errors 
as may appear in the buying and selling policies of each 
interested factor to the end that proper corrections may 
be made by each. 

3. To disseminate the facts referred to in point two, 
to manufacturers, distributors and users. 

4. To foster the growth of harmonious cooperation 
between manufacturers and distributors, thereby mak- 
ing possible a more efficient and economical flow of 
supplies from producer to user. 

Now that the central office has been in operation a 


PROGRESS 


Despite the trying times, the central office of the Joint Mer- 
chandising Committee is making definite progress. Through 
its efforts, a great industry is being welded more closely 


together than ever 


little over a half year, it is but natural that inquiry be 
made into the results accomplished. Has progress been 
made, and if so, how much? Let’s take inventory. 
When the central office was opened, it inherited con- 
siderable research data concerning the economic impor- 
tance of the distributor, plus a list of subscribers total- 
ling somewhere in the neighborhood of 200. There was, 
however, no organization and no individual leader head- 
ing up the movement. R. M. Gattshall provided the 
leadership so necessary to the success of such an organ- 
ized effort, and he immediately 
set about building a_ well-knit 





assured. 


would have noteworthy effect. 


Something for Distributors to Think About 


Sere implies a give and take policy. He who co- 
operates only to ‘take,’ refusing to yield an advantage for the sake and 
welfare of his industry in this emergency, even though he may profit by 
the misfortune of others, still will he remain a pauper as to the respect 
of those who have a true perspective of the real purposes of cooperation. 
The success of the Joint Merchandising Commit- 
tee’s Program rests entirely with distributors. With- 
out distributors’ wholehearted support and coopera- 
tion, the movement will die. With support and co- 
operative effort, the greatest business-building pro- 
gram ever launched for our industry should be 


The voices of a few scattered distributors will not 
have much effect on the sales policies of manufac- 
turers, or the buying habits of industrial users. The 
voices of all industrial distributors, speaking as one, 


There never was a more opportune time to launch 


organization. His most important 
jobs, of course, were: 1. To se- 
cure additional subscribers; and 
2. To get all subscribers actively 
behind the campaign and talking 
a common language; and 3. To 
disseminate research data prov- 
ing the importance of the distrib- 
utor to industry. 

What has been accomplished 
in these directions? At the time 
the central office was opened, 
there were a few more than 200 
subscribers. Since then, approx- 
imately 75 new ones have been 
added. The subscribers’ list has 
been swelled not as a result of 





expensive personal calls and con- 
siderable traveling, but through 
well-directed, carefully-thought 
out promotional work. At first 
glance, 75 new subscribers in 6 
months, doesn’t appear to be a 
whale of a job, but considering 
business conditions and the tools 
with which the central office had 
to work, it is a very creditable 
accomplishment. 

The fellow who makes an in- 
vestment in the Committee’s 
Program and then sits back wait- 
ing for tangible results, really 
isn’t much of an asset. It takes 


an industry movement than at present. The small 
investment required of individual subscribers is sure 
to pay good dividends, in the form of increased 
business and improved trade conditions. 

I urge strongly that all distributors support the 
Joint Merchandising Committee, the activities of 
which are nation-wide, and can benefit all classes 
of distributors, whether they be Mill, Machinery, 
Hardware, Plumbing and Heating or Electrical. 

Invest now—in order that we, as distributors, 
may establish our proper economic position in the 
distribution system during this period of reconstruc- 
tion. A subscription to the Joint Merchandising 
Committee is not an item of expense, but rather 
an investment on which you will receive future 
dividends. 


F. M. Archer 
Vice-President, ; 
Superior Supply Com- 
pany, Bluefield, West 
Virginia. 
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Putting the Committee’s Chart to Work 


_ W. S. Blun, president, Georgia Supply Company, Savannah, 
is looking over the chart, “The Shortest Route for In- 
dustrial Supplies to the User Is Through the Industrial 
Supply Distributor,” published by the Joint Merchandising 
Committee. This chart is placed in front of the counter where 
every customer can sell himself on the logic of buying through 
the distributor. This is a tip for some of you distributors 
who have these charts and are keeping them rolled up on 
top of a filing cabinet. Remember, the Committee can only 


oe 


ee 





LT: So ETT 





help you in proportion to the way you help yourself. 














more than money to do the kind of industry job the 
Committee has cut out for itself. It calls for the con- 
centrated effort of distributors and manufacturers tell- 
ing a common story to the ultimate user. The central 
office recognized this fact from the first and has put 
forth strenuous efforts to accomplish that very aim. 
It has secured results, too, as is evident in the following: 

More than 50 distributors are employing the facts 
put out by the central office in their everyday contact 
with manufacturers and users. Charts are being used 
on letterheads, invoices, and purchasing orders. Sales- 
men of these distributors are telling a common story to 
buyers as a result of the facts made available by the 
Committee. 

Other methods of distributing the facts are also being 
used. Three distributors, for example, Globe Machinery 
and Supply Company, Des Moines, Iowa, Haverstick 
and Company, Rochester, New York, and Interstate 
Machinery and Supply Company, Omaha, Nebraska, are 
publishing the Committee’s charts in their house organs, 
thus getting the vital facts before hundreds of users. 


tors, besides Committee Members, are also cooperating 
in every way possible with the central office. A few of 
those who have been particularly active in promoting 
the cause in their respective territories are: W. C 
Hunter, president, The Ross-Willoughby, Company, 
Columbus, Ohio; E. P. Welles, president, Charles H. 
Besly and Company, Chicago; R. H. Welton, secretary, 
Chase, Parker Company, Boston; H. I. St. George, 
vice-president, Shadbolt and Boyd Company, Milwau- 
kee; R. C. Duncan, president, R. C. Duncan Company, 
Minneapolis; Harry P. Leu, president, Harry P. Leu, 
Incorporated, Orlando, Florida; John T. Potts, presi- 
dent, The Galigher. Company, Salt Lake City, Utah; 
C. H. Bradley, secretary, W. J. Holliday and Company, 
Indianapolis; C. E. Curtis, president, Western Iron 
Stores Company, Milwaukee; A. W. Clarendon, presi- 
dent, Hand Hardware Company, Elizabeth, New Jersey; 
W. W.. Peacock, vice-president, E. S. Stacy Supply 
Company, Springfield, Massachusetts; Percy Maddock, 
Maddock and Company, Philadelphia; P. O. Boylan, 
sales manager, The W. M. Pattison Supply Company, 


MiLv_ Surptigs is keeping 
distributors and their sales- 
men thoroughly informed as 
to Committee activities, pub- 
lishing monthly articles, edi- 
torials and news items. 

The accumulative total of 
distributor impressions con- 
cerning the work from this 
source alone, therefore, totals 
many thousands. On top of 
that, “The Co-Ordinator,” 
official bulletin of the Com- 
mittee, reaches 6,000 manu- 
facturers and distributors each 
month, a total of some 36,000 
over a 6-month period. 

In addition to the work 
Mitt Suppties has done edi- 
torially, it is making it pos- 
sible to get the fact concern- 
ing the movement before 
industrial users by purchasing 
space in two leading industrial 
publications, Factory and In- 
dustrial Management and 
Maintenance Engineering. 

Many industrial distribu- 
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New Subscribers 


Appleton Car Mover Company 

Armstrong Manufacturing Company 

Beals, McCarthy and Rogers, Incorpo- 
rated 

The Bittenbender Company 

G. F. Blake, Incorporated 

N. H. Bragg and Sons 

H. Channon Company 

The Chase and Cooledge Company 

Chattanooga Belting and Supply Com- 
pany 

Henry Disston and Sons, Incorporated 

The Jaspersen Supply Company 

The Charles C. Lewis Company 

McMaster-Carr Supply Company 

Mill Supplies 

The Riechman-Crosby Company 

Rockford Screw Products Company 

Root, Neal and Company 

F. E. Satterlee Company 

Scovill Manufacturing Company 

H. D. Taylor Company 

Victor Balata and Textile Belting Com- 
pany 

Wright Manufacturing Company 








Cleveland, and M. I*. Murdock, presi- 
dent, The M. FF. Murdock Company, 
Akron. 

Individual manufacturers, too, are 
actively aiding the movement, accord- 
ing to R. M. Gattshall. lor example, 
H. D. North, Ferry Cap and Set 
Screw Company, has sent out 1500 
letters to distributors and menufactur- 
ers calling attention to the work. 

The Stanley Electric Tool Corpora- 
tion has carried advertising in MILL 
Supplies concerning the Committee 
Program. 

Don S. Brisbin, vice-president, 
Columbus-McKinnon Chain Company, 
is making a heated campaign to dis- 
tributors’ salesmén, talking about the 
work of the Committee. 

The Republic Rubber Company is 
putting the facts regarding the move- 
ment before some 400 distributors’ 
salesmen. 

The Richmond Belt Dressing Com- 
pany is sending out a large number of 
letters concerning the movement to 
distributors. 

The three (Continued on page 52) 
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A jig for clamp‘ng and drilling loco- 

motive driving spring hangers has 

effected a saving in labor which has 

cut the cost of the operation 75%. 

This same idea could be applied in 

automobile factories or in any plant 
where drilling is done. 


URING normal and ab- 

normal times, salesmen 

can secure a_ sufficient 
amount of business to justify 
their position simply by making 
calls and telling buyers what 
they have for sale. In_ other 
words, when plants are busy, 
buyers have to buy, and there- 
fore it doesn’t take a particularly 
good salesman to get the business. 

On the other hand, in sub- 
normal times when the wheels 
of industry are turning slowly, 
salesmanship of the highest order is 
necessary to get a buyer’s signature 
on the dotted line. A salesman today 
must have more than merchandise te 
sell; he must have practical ideas. 

The industrial distributor’s salesmen 
are in a good position to develop ideas 
which can be applied to their cus- 
tomers’ and prospects’ problems _be- 
cause of their wide acquaintance in a 
great variety of industrial plants. 
Yet, not enough of them take advan- 
tage of their opportunity, as 1s evi- 
denced by the fact that too many are 
still selling just supplies and equip- 
ment, while too few are resorting to 
sound ideas along with an ability to 
provide the right item for the job 
at hand. 

[f I were selling industrial supplies, 
[ would be constantly on the alert for 
new sales ideas. On every call, | would make mental 
note of every idea which might prove helpful to me 
later on. In this way, I am confident that it wouldn't 
take long to develop a storehouse of information of 
practical, every-day sales value. 

As soon as any plant or shop contacted developed a 
new idea for reducing overhead, improving the quality 
of product, stepping up production, cutting labor and 
maintenance costs, or increasing the comfort or safety 
of employees, | would learn all there is to know about 
the improvement, particularly the cost of installation 
and the percentage of saving over the old method. Of 
course, there are some few industrial users who prefer 
to keep their savings to themselves, and if they do, it 
is necessary to respect their wishes. The majority of 
plants and shops, however, are proud of each new de- 
velopment and willing to pass it on to the next fellow. 
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What Makes for 


Successful 


Selling Today 


If you will make it your business to corral new ideas 
and present them to other industrial users who may use 
them to good advantage, your services will become so 
valuable that orders will follow of themselves. I can 
think of no sounder procedure for building sales in 
1932. Necessarily, many of the ideas you present may 
not concern items which you have to sell, but nearly all 
of them should suggest maintenance needs which you 
can fill at a later date. In addition, your customers will 
appreciate, I am sure, your interest in their problems. 
And because of your enthusiasm for new ideas, plant 
men will go out of their way to see that you are told 
about new developments while they are still hot. 

A few of the ideas, which we have put to use in our 
shops, were suggested by salesmen, but for the most 
part we have originated our own ideas or obtained them 
on visits to other railroad shops. Other railroad men, in 
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This improved method for centering and turning 

large rod bearings and steam chest bushings not 

only insures accuracy, but reduces the cost of the 
operation approximately 34%. 


The practical application 
of sound ideas will open the door to 
profitable business, in the opinion of 
E. B. Hall. His tip to salesmen is 
‘make it your business to corral new 
ideas and present them to other in- 
dustrial users who may use them to 
good advantage. ‘By so doing,”’ he 
points out, “your services will be- 
come so valuable that orders will 


follow of themselves”’ 


By E. B. HALL 


General Superintendent, Motor Power and Machin- 
ery, Chicago and North Western Railway, Chicago 





A jig for holding valve gear link cheeks on grinders. 

With this new device, the clamping of link cheeks has 

been materially simplified and extreme accuracy is 
obtained as a result. 


turn, visit us, and we are glad to show them our pet 
ideas. Hence, my belief that if salesmen would sell new 


ideas as well as supplies, they would perform a service 


which would help rout “Old Man Depression.” To show 
that sales-building ideas can be secured from users, let 
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me point out a few developed in our own Chicago 
shops. Because of their wide application, these ideas 
may be a solution to the problems of many of your 
customers. 

One of our most important economies has been 
brought about as a result of our expanding mandrel 
used for centering and turning large rod bearings 
and steam chest bushings. This operation, of course, 
is performed in a lathe. Under the old arrange- 
ment, the piece of work had to be chucked in posi- 
tion for turning the outside fit. Truing it up with 
the previously bored-out bearing fit on the inside 
was exceedingly difficult and necessitated consider- 
able care and skill. Furthermore, it was necessary 
after turning down the bearing to the point where 
the tool came in contact with the chucking jaws, to 
remove the piece and turn it end for end to turn 
down the remaining portion of its length. With the 
new arrangement, the piece of work previously 
bored out is simply slipped over the expanding 
mandrel which is expanded sufficiently to hold the 
bearing or bushing securely in place. Incidentally, 
this operation automatically centers the piece of 
work with respect to the lathe spindle center and 

the bore. The usual turning operation on the outside 
can then be performed. It takes care of the entire 
length, as only one setting is required. This improved 
method not only insures accuracy, but reduces the cost 
of the operation 34%. Shops (Continued on page 30) 
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W HO’S WHO 


JOSEPH M. TULL 


President and General Manager, 
J. M. Tull Rubber and Supply Company 
Atlanta, Georgia 


LTHOUGH Joseph M. Tull 
A: a go-getter, he has 
never been accused of 
uttering popular platitudes such 
as “There’s no such word as 
can’t.” There are many things 
that cannot be done. He admits 
it and shapes his plans so that he 
can get around the “can’ts” by 
doing something else that will 
produce equally satisfactory re- 


proud. 


Speaking of results, it is inter- 
esting to note that the J. M. Tull 
Rubber and Supply Company 
has had a steady growth from 
the start. In 1930, sales were 
only 3% below those of 1929, 
which in itself is an outstanding 
record. This sales record was 
attained largely because Mr. Tull 
faced his problem fairly and ad- 
mitted to himself that certain 
things could not be done. Changing conditions neces- 
sarily reduced the sales potential of certain lines and he 
wisely interested himself in others to take their place. 

Even at the age of 23, when he was appointed branch 
office manager of an industrial supply house, young 
Tull showed a repugnance to hitting his head against a 
stone wall of business conditions, when by studying 
the trend, he could find a way around his problem. 

Tull’s first job was at the age of 21, when he came 
from his home in the mountains near Charlotte, North 
Carolina, to work in the city. Here, he secured a posi- 
tion as bookkeeper for a wholesale drug house and 
worked there for one year, learning the fundamentals of 
business generally and bookkeeping in particular. 

Then he heard about an opening in the accounting 
department of a Charlotte industrial supply house. As 
the salary was larger and there was no night work to 
be done, he applied for and got this position. He has 
remained in the industrial supply business ever since, 
30 years to be exact, about half of the time working for 
other houses, absorbing information that was to make 
him successful in his own business later on. 

After only one year with this distributor, as book- 
keeper and general inside man, young Tull was sent to 
Birmingham to manage a new branch the firm was 
opening in that city. Salesmen traveled this district at 
the time, but they were handicapped when competing 
with local houses. Hence, a branch was established. 

The going proved harder than was expected, how- 
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Starting from scratch, 
Joseph M.Tull has built an 
industrial supply business 
of which he may well be 
Thoroughly 
grounded in the funda- 
a mentals of industrial dis- 
tribution, he also possesses 
that rare ability to inspire 
utmost confidence in his 
fellow workers, a neces- 
sary attribute to business 
success 


ever. There was really not enough 
business for an additional house 
in Birmingham at this time, even 
though the states of Mississippi, 
Georgia, and Alabama were 
served out of the branch. Here 
again, Mr. Tull found it easier 
to go around the mountain than 
attempt to climb it. Instead of 
following along with the crowd 
and pushing the usual line of 
saw mill and textile supplies, he 
specialized in the needs of mines 
and foundries. 

He managed this branch in 
Birmingham until 1908, when he 
came to Atlanta as manager of 
the industrial supply department 
of the General Fire Extinguisher 
Company. From there he went 
to Jacksonville, Florida, where he 
took over the position of general 
manager of the John G. Chris- 
topher Company, an industrial distributor of that city. 

In 1913, he was struck with the age-old thought of 
employees everywhere that if he were valuable to 
another company, he would be even more valuable to 
himself. In conjunction with this thought, was the firm 
belief that Atlanta was destined to be the outstanding 
distributing point of the South. Moreover, due to his 
former position in that city, he was familiar with condi- 
tions and industrial accounts. 

Accordingly, he opened an industrial supply business 
in Atlanta on the well-known shoe string. His method 
was perhaps the usual one of concentration on a few 
lines and selling to accounts of high credit rating. A 
few customers in the town of his recent operations, 
Jacksonville, stuck with him and helped him over the 
early hectic days. To this day, some of those accounts 
are still on his books, even though he does not travel 
salesmen in this territory. 


HE question naturally comes up as to how Mr. Tull 

was able to make his company prosper ; how he was 
able to erect his own building when most firms were 
beginning to feel the pinch of depression; how he was 
able to hold his ground when general business was at 
low ebb? 

Aside from the long period of apprenticeship in other 
firms, the reason can be found in the careful selection 
of lines that promised a future to the distributor. One 
of these lines was builders’ (Continued on page 68) 
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66 
i cross a mountain, when 
you can go around it,” is a rule which Joseph M. Tull follows religiously. 
Great foresight and keen business judgment have contributed very mate- 
rially to his climb to the top as an industrial distributor. His uncanny 


ability in choosing proper lines on which to concentrate has gone a long 
way toward keeping sales above the average during the trying times of 


the past several months. 
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Above: My opening 
wedge at this company 
was the sale of an indi- 
vidual drive grinder. For- 
merly, one had been used 
with a shaft and belt that 
cost more to operate and 
could not be moved aboui 
from job to job as easily 
as this one. This feature, 
of course, appeals to a 
contractor who frequently 
moves his shop to new 
scenes of activity. 


Pulley blocks were for- 
merly used in lifting these 
sewer pipes. Chain hoists 
were installed for the rea- 
son that two men were 
required to operate the 
blocks and if they had let 
go of the rope for an in- 
stant, the pipes would 
drop and possibly injure 
someone. As the chain 
hoists were of ample ca- 
pacity to stand an over- 
load safely, the danger of 
breaking, always present 
in rope, was eliminated. 
An added advantage was 
the self-locking feature of 
the chain hoist. 


As this customer was not 
familiar with code rules 
on the use of red lanterns 
in this section, we in- 
formed him, and by so 
doing, not only protected 
him from running afoul 
the law, but enabled us to 
sell a single order of 15 
dozen red lanterns. 
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OW I Sold 


By DAVID T. PROBERT 


Salesman, George A. Myers and Company, 
Paterson, New Jersey 





UCH has been writ- 
ten about the proper 
way to sell an initial 

order to a customer. and 
then how to continue selling 
him, but the plan that works 
splendidly for Jack does not 
always succeed when Bill 
tries it. There are, however, 
certain things that should be 
avoided, and which invaria- 
bly lose sales for the man 
who indulges in them. 

lor instance, | have heard 
salesmen tell the buyer, in a 
jesting way, that “prosperity 
is just around the corner,” 
and then with the air of one 
who is making an_ original 
remark, ask “wat corner?” 
The humor is doubtful, but 
the effect is certain. Invarta- 
bly, the buver will draw back 
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into his shell like a turtle. 
So, I would say, the first 
thing to do 1s to avoid creat 
ing a pessimistic attitude on 
the part of the customer. 
Second, avoid a negative 
attitude. Generations of 
salesmen have been warned 
against the, “L don’t suppose 
you want anything today,” 
type of approach, and while 
these words are no longer in 
vogue, the same spirit often 
prevails. | always try to be 
cheerful and assume that the 
customer needs and will buy 
the goods I have to sell. 
Third, stand up for your 
house when you know it is 
right. [et me illustrate. We 
had been getting very little 
business from one house and 
what we did get was taken at 
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Above: Contracts must be 
completed on schedule, 
rain or shine; and more 
work is done if the men 
are supplied with hats, 
slickers and boots. These 
are items that most dis- 
tributors can sell easily 
and profitably. 


Only one welding torch 
was used on this job, so 
we sold the company on 
the advantages of using 
an acetylene welding out- 
fit as a cutter instead of 
a hacksaw for certain 
operations. Up to this 
time, the acetylene welder 
was used only for spot 
welding, but in following 
our suggested changes 
they kept it busy on the 
cutting job. For spot weld- 
ing, we specified electric 
arc welders, selling several 
outfits because they were 
found to be most service- 
able on the jobs for which 
they were recommended. 


Considerable quantities of 
steel rods had been cut 
with an ordinary bolt cut- 
ter. This was all right for 
an occasional job, but the 
cutter was not heavy 
enough to stand up under 
continuous work of this 
kind. Time was lost be- 
cause of extra labor in- 
volved in cutting. By 
pointing out this fact, I 
was able to sell a bar cut- 
ter built especially for 
this kind of work. It is 
also used to cut iron up 
to one inch, whereas the 
bolt cutter could not han- 
dle anything above three- 
eighths of an inch. 
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ow We Sell Him Something More 





Right: Cheap pails when loaded with concrete, or other 


heavy material, bulge out at the bottom. 


The pails we 


recommend for this purpose have cross-bands on the bot- 

tom to strengthen them. This prevents the pail from tip- 

ping over when set down. Our pails also have a deep rim 

or lift 1'4 inches deep at the bottom that gives the worker 
a good hold on the pail when emptying it. 


a loss due to the tact that the orders 
were small, and a great deal of 
service Was demanded on them. The 


matter finally reached a climax and 
] 
! 


F 
some rather hot words were Passed 
on the spur of the moment Phe 
customer naturally resented them, 
but, being fatr-minded, he saw. the 
matter in anew heht when | asked 
him at he didn’t expect his) own 
+ 4 1 | 
saiesimen to stand up to Hel LOSE 
| +] | 
when they felt cv were justified 


The whole matter was micely ad 
justed after that and we secured a 
very satisfactory volume ot bust 
ness 

Of course, selling vour house and 
vourself is only half the job. It is 
also necessary to sell yvour custom 
ers on your lines by potntine out 
specifically their application on deti 
nite 1obs. \ctual exan ples of how 
I applied the principles of selling 
something more on one account are 
seen in the photographs and cap 
tions accompanving this article, 


~ 
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Left: The customer ought to buy his wheelbarrows from 

us, we said, for the reason that ours have standard parts 

that can readily be replaced. Then, too, the “U” bolt 

that binds the frame and tray enables the user to handle 
the barrow with greater ease. 





The blacksmith used to 
sharpen drills by hand, 
and in many cases it took 
three quarters of an hour 
to sharpen one. With this 
drill sharpener, the same 
job is done in three 
minutes. 


There’s a big difference 
in suction hose. The hose 
we recommended on this 
particular job has a 
smooth inside finish that 
prevents sand and gravel 
working into the plies. 
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“Osborn Co-operation 
has given our salesmen 


greater confidence,” 


says PERCY G. MADDOCK, 
of Maddock & Co., Philadelphia, Pa. 








HEN 


salesmen develop in- 


a distributor’s 


creasing confidence in their 
ability to properly serve the 
brush needs of their customers 
. better brush business 
is assured. 
This fact was stressed by Percy 
G. Maddock of Maddock & 
Company, pioneer distributors 
of Philadelphia. For fifty- 


four years, ‘The House of 





KNOW THE LINE OF 
OSBORN BRUSHES 


Wire Wheel Brushes 

Fibre Wheel Brushes 

Paint and Varnish Brushes 
Wire Scratch Brushes 
Floor Brushes 

Push Brooms—Wire and Fibre 
Upright Bass Brooms 
Counter and Bench Brushes 
Window Brushes 

Rotary Brushes 

Flue and Heater Brushes 
Special Purpose Brushes 


ThE OSBORN MANUFACTURING COMPANY 


5401 Hamilton Ave. - Cleveland, Ohio 
Sales Branches 
New York, Detroit, Chicago, San Francisco, 


Los Angeles 








Maddock’’ has held stead- 
fastly to one strong policy... 
a pledge of constantly striving 
for greater service to their 


customers so that 


“every transaction May 
be followed by a full 
measure of satisfac- 
tion and good wtll.”’ 


When discussing the Osborn 
Plan, Percy G. Maddock 


made the following comment: 


ee 


I attribute our salesmen’s 
increased confidence in their 
brush-selling to the practical 
co-operation incorporated in 


the Osborn Plan. 


“The information about 
Osborn Brushes appearing reg- 
ularly in ‘‘Brush News’’ has 


been very helpful. 


‘*Next, our salesmen have per- 
sonally distributed the Osborn 
No. 176 Catalog to their cus- 








*ercy G. Maddo« k 


tomers, creating a measure of 


good will. 


‘Phe support of E. M. 
Schoemmiell (the Osborn Fac- 
tory Representative ) has been 
another important factor in 


giving our men confidence. 


‘Briefly, the Osborn Policy is 
in harmony with our own 
policy of maintaining satistac- 
tory and economical service 


to industry. 


“We increased our Osborn 
1931 


1930 and we are working hard 


Brush business in over 
to double our last year’s busi- 


ness in 1932.”’ 


When a distributor organiza- 
tion gets that strong spirit, it 
is an indication that the 
Osborn Plan is functioning in 


a practical way. 
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is 


| - this comparison, Mr. ‘‘Brush 
Conscious” Salesman, when dis- 
cussing Osborn Bristle Paint and Varnish 


Brushes with your customers. 


Everyone understands the superior ad- 
vantages of a well-made fountain pen. 
It serves a double purpose. First, it holds 
the vehicle ... ink ... until pressure 
releases it for writing. Second, it dis- 
tributes the ink smoothly and evenly 
with a minimum of effort on the part 
of the writer. 


Likewise, an Osborn Bristle Paint or 





The Bristle 
Paint Brush 
is to the Painter 
what the 
Fountain Pen 
is to the Writer 


Varnish Brush serves a double purpose. 
First, it holds the vehicle . . . paint or 
varnish . . . until pressure releases it. 
Then, by brushing back and torth, it 
distributes the vehicle smoothly and 
evenly on the surface with a minimum 


of effort on the part of the painter. 


Nothing takes the place of bristle. 
When you explain the facts about 
Bristle to a customer, he will appreci- 


ate the importance of buying Osborn 


Bristle Paint and Varnish Brushes. 
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on Osborn Brushes 





NOTE 
rFAPER 
OF 


BRISTLE 




















HIS exagverated 
Byers helps | 
illustrate what hap- 
pens when pressure Is 
applied to the bristle 
brush. The Flag 
closes up under pres- 
sure, releasing the 
vehicle and distri- 
buting it smoothly 
and evenly upon the 
surface to be covered. 


i pens is a drawing of one Bristle, enlarged in eal ase 
thickness to illustrate its structure. Actually, Pani 
‘ ; Bd ‘ a 
Bristle varies in length from 2" to around 10". Foie ts 
< . 


Note that Bristle is thickest at the butt end, 


tapering gradually to the Flag or split end. 


This Flag or split end is Nature’s identification 
mark for bristle. The Flag is visible to the 
naked eve. In a brand new bristle brush, the 
Flag may not be seen on each and every 
bristle. But when the brush is put to use, 


the bristle splits, forming the so-called) Flav. 


r I NHIS drawing ts exagver- 
ated to illustrate one % 


important advantave of bristle. 





‘The shaded spaces between 
the bristle represent the vehi- 
cle which is held in the brush 
by the Flav or split ends. It Is 
evident that the vehicle would 
flow rapidly out of the brush 
if it were not forthese split ends 


called the Flag of the bristle. 











smoothly 











wee 





As the Bristle is moved forward, the vehicle 1s 
distributed smoothly and evenly on the surface. 


‘| 


by 
ation, the for- 
mation of the 
Flaw or split ends of 
bristle which) serves 
the double purpose 
of holding the vehi- 
cle and, under pres 
sure, distributing it 


ly on the surface. 




































37S at- 
lustrates, 


eXagver- 


and even- 
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the Flag oy Split ends, 


Sell Good Brushes 
Like (sood Tools 


2 Shee brush that fits its 
job saves time and ef- 
fort. Furthermore, it makes 
good work possible. ‘Vhat 
fact explains why Osborn 
Bristle Paint and Varnish 
Brushes are really the 
least expensive in the 
long run. 


Bristle has natural advan- 

tages not possible to dupli- 
cate with other materials. Its structural forma- 
tion is distinctively its own. 


The advantages of the Flag of bristle have 
been set forth on the preceding pages. In ad- 
dition, bristle has a resilient, springy quality 
not found in other materials. 


All bristle has a natural bend or crook 
which is another important factor in mak- 
ing good brushes. The bristle must be so 
handled that this natural curve turns in... not 
out... When in the brush. The following 
sketches illustrate this point. 


Incorrect position. Correct position. 
The bristle curves the bristle curves 
out fromthe brush in toward the 
Causing an unde- center establish- 
strable flare on ing aclean-cut 
the brushing end. brushing surface. 


Now a few words about Soft Hair Brushes. 
Soft Hair has its field of usefulness for certain 
kinds of work. For example, in flowing 
varnish brushes, soft hair, which does not have 
the ‘‘tlag’’ or split ends, permits the vehicle 
to flow more rapidly out of the brush. Also in 
lettering brushes and artists brushes, Soft Hair 
is used to advantage. 


But Bristle is by far the most important 
material in Osborn Paint and Varnish Brushes. 
Let the ‘‘Brush Conscious” Salesman inform 
himself on the true facts about Bristle and he 
can perform a real service to customers by 
selling them the best and most satisfactory 
brushes for a great range of painting and 
varnishing jobs. 


sepnepuiitas-aaamaaerenouaic 


5401 Hamilton Avenue 


Cleveland, Ohio 
Sales Branches: New York + Detro . hicago + San Francisco * Los Angele 

















Salesman Sam Learns 


that Persistency 


in Selling Pays 


By WALTER J. HOLMES 


Eastern Field Editor, Mill Supplies 


66 AM going to add a new prospect to your terri- 

I tory,” the boss informs me, “one that will be 

worthwhile when he starts buying.” 

Having been kicked in the pants by gift horses before, 
I asked who the new prospect was. 

“It’s the Higley account,” he tells me. 

Well, the Higley account is one that has been the bane 
of Bill Tucker’s territory for a year. It is just one of 
those accounts that won’t buy. 

I sort of like those tough babies myself, because they 
are supposed to be impossible to sell. If you fail, it’s 
nothing off your reputation, and if you do land them, 
which you will do in a certain percentage of cases, you 
are rated as a big shot. 

Well, I look over this Higley plant and at the same 
time size up competition. Bill tells me that the business 
is in the bag for our competitors, the Winton Company. 
Alexander K. Barkwell of that company, I learn, has 
the habit of walking into the office as the Prince of 
Wales making a call. A very proper and dignified gen- 
tleman is Mr. Barkwell, who has been getting business 
from this firm for 15 years. 

From the looks of things, this guy Barkwell stopped 
selling the account about 14 years back. Now he goes in, 
sets his derby hat on the reception room table, and in- 
quires of the young lady if 
the purchasing agent has 
his list of items made out 
for the week. Then she 
hands him the list which 
Mr. Barkwell copies into 
an order form. 

Of course, Mr. Barkwell 
keeps the Winton Company 
sold on the idea that in 
picking up this business he 
is performing some miracle 
of salesmanship. The “P. 
A.,” it seems, is a guy who 
thinks a firm should pick 
out one reliable company 
and do business with them 
as much as possible, which 
I admit is a very good idea 
if the “P. A.” happens to 
be your customer. 

But Barkwell is a high- 
brow sort of a guy who 
doesn’t believe in being 
chummy with underlings in 
the office. As for shop 
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trips, he can’t see anything in them except the chance 
of getting lard oil on the seat of his trousers. 

Now I work just the opposite, only, if lard oil gets 
on my clothes it is generally on the vest, when I am 
leaning over the bench to figure out some layout that 
has the engineer worried. 

Of course I call on Higley’s engineer and he tells me 
I am wasting my time trying to sell anything. However, 
I keep coming around, not really trying to sell him, be- 
cause I know that if he puts in a requisition for any of 
our exclusive lines, the “P. A.” will start a battle, and 
at present Higley’s engineer has (Turn to page 76) 


“Then Newman takes a walk out to the plant where he sees 
Jake and I arguing over details on the layout of a speed reducer.” 
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The Committee’s Success Depends 
on You 


/ ‘HE latest report from Joint Merchan- 
dising Committee Headquarters shows 
22 new subscribers, 14 of whom are 
distributors. These new additions swell the 
grand total to 280. 

A complete breakdown of subscribers 
shows 164 distributors as against 116 manu- 
facturers, or about 1!/ to 1. 

The predomination of distributor subscrip- 
tions over manufacturer at this time is a good 
thing. In fact an even greater balance in 
favor of the distributor would be a great aid 
in helping make the movement successful. 

For, as F. M. Archer, says on page 12 of 
this issue, “The success of the Joint Mer- 
chandising Committee’s Program rests en- 
tirely with distributors. Without disributors’ 
wholehearted support and cooperation, the 
movement will die. With their support and 
cooperative effort, the greatest business 
building program ever launched for our in- 
dustry should be assured.” 

There’s a lot of logic in that statement of 
Mr. Archer's. The eyes of manufacturers 
are on this program. Some have invested 
money in it, others are waiting to see if the 
movement is just a grand gesture, or whether 
industrial distributors are really in earnest. 
The only way the manufacturer has of judg- 
ing the sincerity of distributors is by check- 
ing the subscription list. 

What the Committee needs now is greater 
encouragement from distributors—more sub- 
scribers, more workers. It’s to the interest 
of every distributor to get behind this cam- 
paign which, after all, is designed primarily 
to increase the flow of industrial supplies 
and equipment through him. He, therefore, 
stands to profit most. 


Once a fair quota of the country’s dis 
tributors are associated with the program, 
you won't have to worry about manufac- 
turers’ support. You can count on a large 
percentage of them to be aboard before the 
train pulls out. 

As one prominent manufacturer told us 
recently: “Manufacturers are watching dis- 
tributors very closely to see which ones are 
backing the Committee movement. If it fails, 
the manufacturer will know it’s because dis- 
tributors were not farsighted enough to back 
it sufficiently to make it succeed.” 

We don’t believe distributors are going to 
let such an outstanding business-building 
movement fail. They can’t afford to. 


XK 
Get Sales Minded 


66 OO many distributors are supply 
minded rather than sales minded,” 
an important distributor remarked to 

us recently. “We will look at our stock rec- 
ords and note that we are out of one item 
or another which we think we ought to 
have, if for no other reason than to maintain 
our reputation as a supply house,” he ex- 
plained further. 

What the distributor referred to is doing, 
and what all others should do, is make every 
item carried in stock justify itself. Why 
maintain stocks of a lot of products that 
won't move? By so doing you simply tie up 
money which should be actively at work. 

If more distributors would make every 
item stand on its own feet—if they would 
become less supply minded and more sales 
minded—there'd be fewer instances of prof- 
its whittled to microscopic proportions. 


MK 


The Convention Moves to 
Cincinnati 


FFICIAL word has been received of 
the changing of the 1932 Triple Con- 
vention site from White Sulphur 
Springs to Cincinnati. The dates, however, 
remain the same: May 2, 3 and 4. 
By making this change of locations, offi- 
cials of the National, Southern and Ameri- 
can Associations believe attendance will be 
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increased materially. Cincinnati, we believe 
to be a happy choice. It is centrally located 
and offers conventionites every convenience. 

While, the meeting is as yet two months 
away, it is not too early to lay plans for 
attending. A practical program is being 
developed, one that will more than repay in 
money-making ideas, the expense involved. 
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A Check Sheet You Can Use 
(): page 88 of this issue, Maintenance 


Engineering tells about a business- 
building idea which distributors ought 
to take advantage of. 

A “Plant Survey Check Sheet” has been 
worked out by the editors of this magazine 
and is being distributed to industrial plants 
throughout the country. It offers plant men 
a convenient method for checking the con- 
dition of their buildings, electrical systems, 
mechanical and service equipment. 

In addition to putting this check sheet into 
the hands of industrial users, however, Main- 
tenance Engineering also offers to send a 
copy free to distributors. 

Be sure to write for this check sheet. It 
should prove of real aid in making an accur- 
ate survey of the condition of plants and 
equipment in your territory. 


MK 


Mill Supplies Again Leads 
the Way 


NE of the most important aims of 
The Joint Merchandising Committee 


is to convince industrial users of the 
advisability of purchasing supplies and equip- 
ment from the industrial distributor, rather 
than direct or through some other source. 
Saddled by necessary organizing problems, 
and handicapped by lack of sufficient funds 
to begin an educational advertising campaign 
to industry at large immediately, the Com- 
mittee has had to postpone concerted action 
in this direction even in the face of criticism 
from some sources. 
Recognizing the importance of putting the 
user in touch with the Committee's activities 
and at the same time familiarizing him with 
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the reasons why it will pay him to patronize 
his local distributor, M1LL SuppLigs is 
launching an advertising campaign in two 
of the leading industrial publications this 
month. On page 95 of this issue is the first 
advertisement of a series which will reach 
more than 50,000 industrial users in March 
through Factory and Industrial Manage- 
ment and Maintenance Engineering. Suc: 
ceeding issues will carry further advertise- 
ments. 

Thus, Mitt Suppvies once again leads 
the way, adding this cooperative effort to its 
many other activities in the interest of eco- 
nomical industrial distribution. 


XK 


Sales Management 


HAT the average distributing organi- 

zation needs more than anything else 

today is sales management, a manu- 
facturer told us the other day. In too many 
instances, this manufacturer went on to say, 
the sales manager is sales manager in name 
only. It’s not his fault either, because, first, 
he has too much detail work to take care of; 
second, he has too few tools with which to 
work, while third, he often lacks authority 
to develop plans and carry them out. 

The sales manager's job should be a cre- 
ative one. He should know his market thor- 
oughly, the type and number of industrial 
establishments in it, and the products in 
regular use in these plants. He should have 
a clear picture of the profitable lines and the 
unprofitable. He ought to be thoroughly in- 
formed in regard to competitive situations. 

With this sort of data at his finger tips, 
the sales manager is really in a position to 

» manage—to do some creative work. He can 
then lay out productive sales campaigns, 
classify accounts from the standpoint of 
profit, and direct sales effort properly. 

Profitable business cannot be had for the 
asking these days as was often the case in 
1928 and 1929. Getting business at a fair 
profit takes a lot of well-directed sales effort. 
Distributors who recognize this fact and then 
take steps to provide the necessary leadership 
and sales management will not only strength- 
en their present position, but will build a 
solid foundation for future progress as well. 















on the 


Dotted Line 


By FRAZEE C. BENTLEY 
Salesman, Dayton, Ohio, Office, 
The E. A. Kinsey Company 


URING the past year, 
practically every plant 
manager in my terri- 

tory has issued orders that 
nothing should be purchased 
if it could possibly be gotten 
along without. In the face of 
existing conditions, this order 
is perhaps perfectly natural, 
but it is oftentimes very short- 
sighted and it certainly adds 
to the difficulties of the dis- 
tributor’s salesman and the 
manufacturers he represents. 

In almost every plant of any size, for instance, old 
chain hoists of various sizes may be found. These hoists 
are in various states of repair—some fairly good, some 
dangerously out of condition. 

Having observed the above condition to be true in 
my territory, I set out to find a good reason why these 
hoists should be replaced by new and safe equipment. 
The principal reasons determined upon were safety to 
the operators, and adaptability to all jobs. I knew that 
many of these old hoists undoubtedly had worn parts, 
the condition of which was not readily detectable. The 
failure of such a part with a man underneath a one-ton 
load was obviously a serious consideration for the 
superintendent. Further, I realized that many of the 
older model hoists were cumbersome and hard to handle, 

A little investigation showed me that my supposition 
about the worn parts was well founded, so I marshalled 
my arguments for workmen safety and obtained a half- 
ton hoist from stock to use as a sample. 

A thorough study of the manufacturer’s literature on 
the product and several privately conducted tests 
showed me the strongest sales points of the hoists and 
assured me that my product was unusually well-fitted for 
average maintenance purposes. 

Carrying my half-ton hoist with a heavy cloth to pre- 
vent scratching any furniture, I proceeded to my first 
call. My procedure in all cases is premised on the theory 
that all sales presentations should be based on four 
points; attention, interest, desire and conviction, in 
that order. 

Attention is secured immediately by laying the sample 
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Demonstration Gets the Hoast Prospect 


Convincing a prospect as 
to why he should buy a 
hoist now can best be 
done by actual demon- 
stration, in the opinion of 
Frazee C. Bentley. He 
should know, too, for he 
has sold 33 in 30 weeks 























Frazee C. Bentley 


hoist on the prospect’s desk, taking special care to use 
the heavy cloth which I carried for the purpose. With 
the product right in front of me, my talk on its merits is 
far more convincing than it would be if I talked from 
a catalog or pamphlet, for the buyer can see everything 
[ am talking about very clearly. 

Interest is fixed by the explanation of the hoist’s 
fine qualities and an actual demonstration of the ease 
with which it can be handled. Of course, this last dem- 
onstration is not possible in all offices, but in a great 
many cases it has proved practical. 

Whenever at all possible, I request that the super- 
intendent, maintenance engineer or millwright be 
called in to express their opinions. Invariably, I 
find that these men are attracted by the practical 
aspects of the hoist which have proved of unquestion- 
able aid in closing sales. When none of these plant men 
are available for a visit to the office, I find no difficulty 
in making an appointment to see them after my first 
demonstration. The safety factor is of particular inter- 
est to these men, for they realize how often faulty 
equipment is the cause of plant accidents, and they know 
that these accidents are invariably expensive. 


f Gornsid a conviction to buy is engendered by the 
above-described demonstration method is evidenced 
by the fact that by using it, I was able to sell 33 new 
hoists in 30 weeks. 

My very first call was on a plant which had re- 
cently installed a complete monorail system. In an 
effort to effect a saving, the (Continued on page 70) 
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ALWAYS 
DEPENDABLE 


poco INJECTORS, liquid level 
gages, and lubricating devices 
are universally used throughout 
industry because they have al- 
ways been dependable under the 
most severe service conditions. 


The dependability of Penberthy 
Products is an important reason 
for the steady and profitable 
flow of business to the supply 
houses that handle them. Pen- 
berthy Products are sold exclu- 
sively through the jobbing trade. 


PENBERTHY INJECTOR COMPANY 
DETROIT 


ESTABLISHED IN 1886 
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CANADIAN PLANT, WINDSOR, ONT 








(Continued from page 15) 
doing large machine work can effect a similar economy. 

Another improvement of wide application is our jig 
for clamping and drilling locomotive driving spring 
hangers. It could be used in automobile factories or in 
any plant where drilling is done. Under the old method, 
bosses on the spring hammers were forged solid and 
the pin holes were then located and drilled through. 
The general run of spring hangers are standard with 
respect to thickness and width of material used. Prac- 
tically the only variation 
is the distance between 
centers. With the new 
arrangement, the jig 
clamping heads, which 
are bolted to the table 
of our four-spindle drill 
press, are set, first, to 
the spacing required for 
the particular hanger to 
be drilled and locked in 
position. The rough 
forged hangers are then 
inserted and clamped 
down ready for drilling. 
This operation eliminates 
the necessity of laying 
out the centers of the pin 
holes on each individual 
hanger and precludes the 
possibility of the drill 
drifting. When the par- 
ticular run of hangers of 
a certain length have all 
been drilled, the clamp- 
ing heads are again re- 
adjusted to the length 
between pin hole centers 
for the next group of 
hangers. The drilling 
operation, in connection 
with this arrangement, 
has been further short- 
ened by providing a 
recess of about three- 
fourths of the way 
through the hanger boss, 
thus reducing the amount of metal to be removed. This 
improvement has effected a saving in labor which has 
cut the cost of the operation 75%. 

Any plant or shop where grinding is done will prob- 
ably be interested in our third jig for holding valve 
gear link cheeks on the grinders. Prior to its use, link 
cheek castings were set up on a planer for finishing. 
Due to their light sections they were often sprung out 
of alinement by improper clamping on the planer. With 
the new device, the clamping of these link cheeks has 
been materially simplified and extreme accuracy is 
obtained as a result. In addition to turning out a more 
satisfactory product, there has been a saving of approxi- 
mately 75% in the cost of the operation. 

Then there is an adjustable jig which we have rigged 
up on a power-driven shaper for holding the work to 
be machined at an angle. Suppose we have an odd- 
shaped casting, say an offset link casting or a piece of 
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An adjustable jig, rigged up on a power-driven shaper, 

for holding work to be machined at an angle, not only 

effects a reduction in the amount of time required to 

perform the particular operation, but permits greater 
accuracy as well. 


angle work, which is too large to be planed by a shaper. 
With the old method, the machinist had to shim, block, 
and clamp the work at the proper angle on the bed of 
the machine. With the new tilting arrangement, auxili- 
ary blocking and clamping has been entirely eliminated. 
The work to be planed is clamped at the desired angle 
in the jig, the final adjustment being made by setting 
the jig itself to the exact angle by means of set screws. 
This device was primarily developed for the planing of 
faces of locomotive driving box frame pedestal shoes, 
which are brass castings. 
The faces of these shoes 
are made special for each 
frame jaw on the loco- 
motive in order to obtain 
a true wearing face for 
the driving box. The use 
of this jig not only effects 
a reduction in the 
amount of time required 
to perform the particu- 
lar operation, but per- 
mits greater accuracy as 
well. On the basis of 
normal production, it has 
effected a saving of 40% 
in set-up time. 
Another interesting 
time-saver is the use of 
forming clamps in apply- 
ing locomotive super- 
heater unit support 
bands. These support 
bands, placed at intervals 
along the length of the 
superheater units, were 
formerly held and riv- 
eted in place by hand. 
With the new clamping 
device the bands are 
firmly clamped in posi- 
tion around the units and 
we are not only assured 
of getting the right space 
between the clamps, but 
. the units are firmly held 

in position while being 
riveted together. This not only permits a very satisfac- 
tory application, but reduces the amount of time required 
to apply these bands with a corresponding saving in 
operation amounting to approximately 60%. 

The object of the last device I’m going to tell you 
about is to provide a means for clamping and applying 
rivets for brass lateral strips to locomotive frame jaws. 
These lateral strips are regularly furnished with the 
required number of drilled and countersunk holes match- 
ing up with correspondingly located holes in the frame 
pedestals. The purpose of these strips is to take up the 
wear caused by contact with the driving box flanges 
which would otherwise cut into the engine frame proper, 
weakening it and adding materially to maintenance costs. 
Under the old method, the rivets had to be pre-heated 
(requiring two men) and then inserted in the holes and 
driven in place by two riveters, one on each side of the 
frame. This operation securely (Continued on page 50) 
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Unouestionable Support 


zm, for the distri itor of 
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DY , 
Wit a firm conviction 


that distributors serve 
industry economically, 
New York Belting & Pack- 
ing Company is giving un- 
questionable support to 
distributors of the N. Y. B. 
& P. line of Mechanical 


Rubber Goods in the ter- 
ritories they serve. 








KEEPING POSTED » » 


Newsy facts about industrial distributors 


Manufacturers and Distributors 


Meet in Philadelphia 


JOINT meeting of manu- 
facturers and distributors 
was held in Philadelphia 


on Thursday evening, February 
llth, at the Penn Athletic Club. 
Percy G. Maddock of Maddock 


and Company, Philadelphia, presided. 
Among the speakers were W. C. 
Allen, Black and Decker Manufac- 
turing Company; Arch Chandler, 
American Pulley Company; Alvin 
M. Smith, secretary-treasurer, South- 
ern Supply and Machinery Distribu- 
tors’ Association; R. Kennedy Han- 
son, secretary-manager, American 
Supply and Machinery Manufactur- 
ers’ Association ; George A. Fernley, 
secretary-treasurer, National Supply 
and Machinery Distributors’ Associ- 


| 


Clean-cut representatives of a clean-cut house, and gentlemen all. 
hand end, P. A. Converse, sales manager. 


purchasing agent. 





and their salesmen 











ation, and Hartley W. Barclay, Mill 
and Factory Illustrated. 

A similar meeting was held at the 
Sesquin Club, New Britain, Con- 
necticut, on Tuesday, February 16. 
The purpose of these meetings, 
which are sponsored by the National 
Supply and Machinery Distributors’ 
Association and the American Sup- 
ply and Machinery Manufacturers’ 
Association, is to bring distributors 
and manufacturers into closer har- 
mony and to afford each a chance to 
iron out some of their difficulties. 


* * * 


Isings Joins Woodbury Staff 

Henry B. Isings has been employed 
by Woodbury & Co., Portland, to 
take charge of its welding equip- 
ment and accessory department. Mr. 





ta 


Front row, left 
Back row: extreme right, Marvin Jenkins, 


It is a funny thing that when you take a picture like this of eight 


men, and then get away several hundred miles and find that the list which was given 
you has only seven names on it, the whole thing gets balled up. We can only say 
that in between these two end men are five salesmen with the names L. H. Perry, R. S. 
Logan, Alan Tracy, Alan Beck and Frank Buckley, and one who must forever remain 
unnamed. They are employed by the Marshall-Newell Supply Company, San Francisco. 
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Isings has been in the welding busi- 
ness since 1909, and is a practical 
operator with years of experience in 
job shop work, ornamental iron 
work, structural steel welding and 
pipe line work. His experience and 
engineering ability should ably equip 
him to render valuable assistance to 
welders, architects and others inter- 
ested in this growing branch of the 
metal working industry. 


* * * 


Convention at Cincinnati 

Notification has been received from 
Alvin M. Smith, secretary-treasurer, 
Southern Supply and Machinery Dis- 
tributors’ Association, that the loca- 
tion of this year’s joint convention of 
that association, the National Supply 
and Machinery Distributors’ Associ- 
ation and the American Supply and 
Machinery Manufacturers’ Associa- 
tion, has been changed from White 
Sulphur Springs, Virginia, to Cin- 
cinnati, Ohio, 

The meeting will be held on May 
2, 3, and 4, in the Netherland-Plaza 
Hotel in the above named city. The 
program for the convention is ex- 
pected to be completed in time to be 
published in the April issue of MILv 
SUPPLIES. 

* * * 


Georgia Supply Adds New Lines 

The Georgia Supply Company, 
Savannah, has recently taken on sev- 
eral new lines including Tnemec 
Paint products, Cling Surface Belt 
Dressing, fire brick from the Mexico 
Refractories and boiler treatment 
products of the Perolin Company of 


America. 
xk * x 


R. C. Duncan Company Expands 

R. C. Duncan Company, Minne- 
apolis, has outgrown its old loca- 
tion and moved on to more spacious 
quarters, Russell C. Duncan, presi- 
dent, announces in a special edition 
of “Duncan’s Doin’s.” These larger, 
fireproof quarters at 411-419 Wash- 
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The experience of other jobbers with 
Dayton Cog-Belt Drives is convincing 
proof of the profit possibilities these drives 
offer you. ““A very profitable and quick- 
selling item,” says one. ‘Easier to sell,” 
writes another. “‘As the Dayton Cog-Belt 
is different from others in construction 
and appearance, it can be sold more 
readily,” is the experience of still another. 

Back of these expressions are the dis- 
tinctive qualities of the Dayton Cog-Belt 
Drive itself. Dayton Cog-Belts are the only 
belts with Dayton’s patented cog con- 
struction. They are “‘built to bend’’—with- 
out distortion or heating, around even 
the smallest diameter pulleys. They are 
rugged, won't stretch, last longer. Upkeep 
and replacements are reduced to a 
minimum. 

More than that. They are die cut—not 
molded. They exactly fit all standard 
V-groove pulleys. They assure a power- 
ful grip—no slipping or sliding—no loss 


¢ have 


of power. Machines run smoother. Center 
to center distances are closer. 

Plant executives recognize that these are 
the qualities which reduce drive expense, 
increase production, save power, reduce 
vibration, save floor space, permit a more 
efficient arrangement of machines. And 
these are some of the reasons why Dayton 
Cog-Belt Drives sell easier and faster— 


THE DAYTON RUBBER MANUFACTURING CO., DAYTON, OHi¢ 


Factory Distributors in Principal Cities 
and all Westinghouse Electric and Manufacturing Company Sales Offic 


al yj tO in. 


COG*BELT DRIVES 


ID 








built up a vena fine 
ov DAYTON COG-BELT DRIVES’ 


.-- SAYS ANOTHER SUCCESSFUL JOBBER 

















why jobbers have found them to be suc 
an important source of profit. Besides, o 
fourteen conveniently located Distrid 
Sales Offices offer you real cooperatio 

If you are interested in making a greate 
profit on Drives, let us send you our Dayto 
Cog-Belt Drive Catalog, a sample of th 
belt, and all the facts about the Dayto 
franchise. Correspondence invited 
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The “birdy” evidently twittered “Smiles” for this picture taken at Weed and Com- 
pany, Buffalo, New York. Back row: P. O. Rial, R. J. Smith, H. Breitnauer, R. Hal- 


ington Avenue, North, are to be oc- 
cupied on March 1, and will cover 
a space twice that formerly used by 
the R. C. Duncan Company. The 
addition of strong mechanical lines, 
acquired through the liquidation of 
the Plant Company last year, coupled 
with the important lines formerly 
carried by this company, demanded 
more space and thus 
such a move. 


necessitated 
* OK ok 


. 
Cameron and Barclay Takes on 
Four New Lines 

Cameron and Barclay, Charleston, 
South Carolina, has recently become 
distributor for the full line of 
De Voe and Reynolds paints. As 
its salesmen call on both industrial 
users and hardware accounts this 
firm has a particularly good set-up 
for this line. Westinghouse lamps, 
Robbins and Myers motors, and 
Cling Surface belt dressing are other 
new lines recently added. 


* * * 


Distributors Urged to Cooperate 
H. H. Kuhn of the Hardware 
and Supply Company, Akron, Ohio, 


F. J. Hofacker of the Evansville 


Supply Company, Evansville, Indiana, 
and F. 


M. Archer of the Supe- 





land. Front row: L. C. Davenport, E. W. Johnson, A. Thielman. 


rior Supply Company, Bluefield, 
West Virginia, have all written let- 
ters recently to other distributors, 
urging them to cooperate in the work 
of the Joint Merchandising Commit- 
tee of the Mill Supply Business. All 








of these letters call attention to the 
fact that the above named houses, 
as distributors, have already bene- 
fited considerably from the work of 
the Committee and that all that is 
needed for greater results is the co- 
operation of all distributors in the 
industry. 


Wm. H. Taylor Sells New Line 

Wm. H. Taylor and Company, 
Incorporated, Allentown, Pennsylva- 
nia, has recently completed arrange- 
ments to handle the complete line of 
New. York Belting and Packing 
Company’s mechanical rubber goods 
in their territory. 


» *& * 


Changes in Management at 
Ryerson Plant 

Joseph T. Ryerson and Son, Incor- 
porated, has announced that the man- 
agement of the St. Louis plant has 
been taken over by Mr. Harold B. 
Ressler, vice-president at Chicago. 
Mr. Ressler, who was formerly the 
St. Louis plant manager for fifteen 
years, will be in direct contact with 
the St. Louis organization, making 
regular visits to the plant and St. 
Louis territory. In Mr. Ressler’s 
absence, Mr. R. B. Wilson, manager 
of sales of the Ryerson St. Louis 


Hade Rubelman, president, St. Louis Machinists’ Supply Company, is a great fellow 


for having banquets. 
and his sales force. 


In this picture he is entertaining some factory representatives 
Mr. Rubelman is in the center at the head of the table. 


Reading 


from his left, around the table, the others are: W. H. W. Laumann, secretary-treasurer; 
Arthur J. Schneider; Frank Arnold; Malcolm Raatz; Fred Hahn; Oliver J. Smith; 
L. E. Becker, Sterling Grinding Wheel Company; Harry A. Miller; Chester Kratz; 
A. F. Waldbart, Henry Disston & Sons; Geo. Barnes; Dan Vickers, Billings & 
Spencer; W. F. Kappey; Theo. J. Dill; Ralph W. Richtmyre, Union Twist Drill Com- 


pany; Robert Cahill, and Thos. P. Orchard, U. S. Tool Company. 
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BOTH THE 


LATEST 
AND 
GREATEST 
IN RUBBER 


OODYEAR is not only the Greatest Name in 
Rubber. Goodyear means the latest, tested, 
proved successful developments in rubber. 


Aware that industry is constantly changing, improv- 
ing its processes, Goodyear engineering and Good- 
year manufacturing keep fully abreast of the new 
requirements with new developments in Goodyear 


Mechanical Rubber Goods. 


The result is that industries of all types where rub- 
ber is used are confidently looking to Goodyear for 
the latest and best. 


This creates a constantly growing demand for the 
scores of better mechanical rubber goods that bear 
the Goodyear name. The Goodyear franchise opens 
the door to this growing market. Investigate it. A 
line to Goodyear, Akron, Ohio, or Los Angeles, Calif., 
will bring full information. 


THE GREATEST NAME 


wf 


— 
= 
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The newest success in steam hose 
—Goodyear Asbestos Cord 























Latest Goodyear 
developments in 
Mechanical Rubber 
Goods 


The Goodyear COMPASS 
Endless Belt 


The Goodyear THOR Belt 
Seamless 


The Goodyear COMPASS 
Cord Oil Well Belt 
— DOUBLE 


The Goodyear Emerald 
Cord Air Hose 


The Goodyear Emerald 
Cord Hy-Pressure 
Water Hose 


The Goodyear Asbestos 
Cord Steam Hose 

















TUNE IN: 


Goodyear invites you to hear 
John Philip Sousa and his Band 
.-- Arthur Pryor and his Band... 
Revellers Quartet and Goodyear 
Concert-Dance Orchestra... 
every Wednesday and Saturday 
night, over N. B.C. Red Network, 
WEAF and Associated Stations 





BELTS ° MOLDED GOODS . 


HOSE ° PACKING 
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Tungsten 
Steel 
The Blade 
With The 
RED END 
































end to. 


metals. 












Some satisfaction to have the fun of selling a Hack 
Saw Blade that has quality and something else? That 
something in this case is a trade mark so bright it 
talks for itself. Moreover, the mark on the Tungsten 
blade is placed at the end of the blade where it tells 
the user to “cut towards the Red.” No danger of 
spoiling the blade by putting it in the frame wrong 


Then there is the RED STREAK High Speed Steel 
Hack Saw with the brilliant RED BACK EDGE—the 
blade that outlasts and outcuts substitutes of other 


These two Simonds blades offer exclusive features 


that help you distributors satisfy your customers 
better and increase your hack saw sales. 


Simonds Saw and Steel Co. 


“The Saw Makers” 


Established 1832 


SIMMONDS 


RED TRADE MARK 


HACK SAWS 
a 


Titi 


————S 
Are You Overlooking This 


Sales Point? 
\ 





High Speed 
Steel 
The Red 
Streak 
Blade With 
The Red 
Back Edge 











Fitchburg, Mass. 








plant, will be the senior resident 
executive. Mr. Wilson is well known 
throughout the steel industry for his 
ability in solving steel and allied 
problems. 

2 


Thornton McDougal Sales 
Manager for H. D. Taylor 
Thornton McDougal was recently 
appointed sales manager for the 
H. D. Taylor Company, Buffalo, 
New York, in place of D. F. John- 
son. This change came about largely 
through the insistence of Mr. John- 
son that he be allowed to devote his 
entire attention to calling on the 
trade. 


Two comparatively recent additions to the 


sales force of R. C. Duncan Company, 
Minneapolis, are W. O. Wicklund and 
Cc. S. “Sam” Hoffman. Mr. Hoffman is 
a specialist on mechanical rubber goods. 





Industrial Supplies Makes New 
Connection 

Industrial Supplies, Incorporated, 

Memphis, has closed a contract with 


| the Edwin H. Fitler Company, Phil- 


adelphia, to carry a warehouse stock 


_ of Fitler & Penn Brand Manila Rope 


in Memphis for distribution in Mem- 


phis and adjacent territory. 


R. D. Van Dyke, Jr., president 


| of Industrial Supplies, Incorporated, 


| in announcing this new coanection 


| on rope, 


adds another nationally 
known firm to the list of manufac- 
turers which his company already 
represents exclusively in Memphis 
and surrounding territory. 
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Don’t forget the product, itself 


Quality decides the success of any line 
you sell. The Stanley Electric Tool 
Company maintains quality in all of its 
products, backed by 100 years of exper- 
| ience in the manufacture of fine tools. 











Features of a Stanley Electric Drill No. 342—*4" 
| é 


SMOOTH DESIGN 


The clean, smooth de- 
sign insures a well bal- 
anced tool. No corners 
or projections to collect 
dirt. 

k The pipe handle and 
socket are removable 
from body of drill, per- 
mitting use in corners 
and close quarters. 














EXCLUSIVE CHUCK 
KEY HOLDER 


Chuck key is held securely in 
a handy recess in the hous- 
ing. It cannot drop out, but 
can be quickly released ‘by a 
flip of the finger. 


STRONG 
ALUMINUM ALLOY 
HOUSING 


Produces a tool of un- 
usual strength and rigid- 
ity and at the same time 
retains the light weight 






BALL 
BEARINGS 
Ball Bearings on both 


ends of the armature 
shaft and chuck | 




















\ which is so desirable. 8 and eliminate wear. 
° 
POWERFUL MOTOR «f- 
Compactly designed, 
powerful motors have 
| ample reserve power. RE-ENFORCED 
- CABLE 
CEM, CONNECTIONS 
ray ons 7 oS 
VENTILATION m i e R ° plug eliminate all, strain on 
he wi ions. 
Sdcitiaaie daleeas A sales policy of limited distributors the wire connections 
cooling system prevents TESTS 
a a THE STANLEY ELECTRIC TOOL CO. ; 
¢ continuous production New Britain, Conn. — Py t 
work. test for all electrical parts 


” STANLEY coy sel het gow cone 


a “proved”’ tool. 




















| Sales Offices and Service Stations 


New York Chicago Philadelphia Detroit Boston Buffalo Cleveland Cincinnati Kansas City 
Richmond Dallas __ Los Angeles Seattle San Francisco Oakland Montreal 


STANLEY ELECTRIC TOOLS 
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You 


will 


Good times 





ARMSTRONG 


steadily advancing 


or bad, 








The Pipe 
(the 
kind) has been added to 
ARMSTRONG 
line 
Tools. 





ARMSTRONG LIN 
are steadily advancing— 
have both a present and 
future market 


never get 


Line 


New 


dium types 


line 


Vise 


first tool of 


of “Better 


for 
are growing and improving 
continuously, are in greater demand each year. 
ARMSTRONG 
are advertised and are sold. Good times or bad, 
ARMSTRONG Lines are kept up-to-the-minute 
with new developments and new tools 
quality products to fill a definitely felt need; 
tools that give complete satisfaction and build 
loyal repeating customers. 


among this year's 
improve me€« 
to the wr 


BROS. 


a ; 


ES 


ARMSTRON 


Tool Holders 
Lathe Dogs 
Ratchet Drills 
“C” Clamps 
High Speed Steel Bits 
Armide (Carbide) Bits 
Drill Posts 
Planer Jacks 
Machine Shop Specialties 


ARMSTIANG BROS. 


Dies and Stocks 
Pipe Cutters and Wheels 
Pipe Vises 
Pipe Wrenches and Tongs 


ARMSTRONG TOOLS are estab- 
lished wherever metal is machined, are 
used in over 96% of the machine shops 
and tool rooms. 

Today, no trade mark is better known, 


“stuck” 
these 


on an 


lines are 


TOOLS 


—always 








hate iiinAals Cattete nnd nor more significant to your customers 
“Carbide” Tool Holders are recent than the Arm-and-Hammer. The mil- 
additions to the Armstrong System ¥ > — 77 oR = | 
of Tool Holders lions of ARMSTRONG Tools in use, 
giving daily satisfaction, coupled with 

A new and improved > sccivenece yf. . ieYy 

a ee eee the progressiveness of Armstrong policy 

new chrome - vana- and the continuity of ARMSTRONG 


rs advertising, assure the demand for 
ARMSTRONG Products in the future. 
Stock ARMSTRONG TOOLS with 
confidence. They have been standard 
for generations, are standard today and 
will be standard for years to come. 


ants 
ench 


ARMSTRONG BROS.TOOL CO. 


“The Tool Holder People” 


305 N. Francisco Av., CHICAGO,U:S.A. 


Saddle 


its 


Pipe 





Chicago Distributor Seeks a New 
Line 

A Chicago industrial supply dis- 
tributor desires to rent space to a 
manufacturer of industrial supply 
products. This distributor can offer a 
creative sales force of twelve men to 
assist a manufacturer in selling his 
products to the industrial trade. 
Please address all inquiries to Miu 
Suppuies, 520 North Michigan Ave- 
nue, Chicago, marked for the atten- 
tion of the editor. 


furnished the 


Here are three 


Chattanooga, 
“locale” for this picture. 
important members of the staff of the 
Rogers-Bailey Hardware Company: L. D. 


Tennessee, 


Bailey, manager, stands between A. L. 

Blanchard, assistant manager, and C. P. 

Barker (of the angelic expression), who is 

also the out-of-town salesman on industrial 
supplies and equipment. 


“Tim” Harrington Joins Wheel- 
ing Machine Sales Force 


The Wheeling Machine Products 
Company, Wheeling, West Virginia, 
has secured the services of O. I. 
“Tim” Harrington, who will be placed 
in full charge of its “crane” Heating 
Department. 


Mr. Harrington is widely known 
throughout the Tri-State District, 
where for the past eighteen years he 
has been district field representative 
for the American Radiator Company. 
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BREAK 
THE JAMI! 


During February, more distributors 
have ordered new Donnelley Cata- 
logues than in any other month for 
the past twenty-one months. 


HESE distributors, who 

are making a construc- 
tive sales drive now, are help- 
ing to break the business jam. 
And as the jam loosens, they 
will shoot ahead far faster 
than their competitors who 
are merely “waiting”’. 





An up-to-the-minute Donnel- 
ley catalogue will stir up more 
mail and phone orders. It 
will help your salesmen sell 
more goods. 


Why not get further informa- 
tion? No obligation, of course. 


THE LAKESIDE PRESS 


R. R. Donnelley & Sons 


Company 
350 EAST TWENTY-SECOND STREET 
CHICAGO 
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Dollar Makers 


“UNBRAKO" 
Hellew Set Screw 


“Unbrako” Screws have become such 
favorites everywhere that not to handle 
them is equivalent to throwing away a 
great many profitable sales. 


And our many salesmen continually 
working with and for Dealers to increase 
their sales, demonstrate that we practice 
what we preach—Co-operation. 





“UNBRAKO"’ 
Secket Head Cap Screw 





“HALLOWELL.” Steel Work-Benches 
“HALLOWELL” Steel Work-Tables 


“HALLOWELL” Steel Bench Drawers 


“HALLOWELL” Foremen’s Desks 
“HALLOWELL” Steel Shop-Furniture 
“HALLOWELL” Steel Fleer Trucks 





$ Wy es 
Re rare 


a a a 
aM THE 


We Also Make 


“HALLOWELL” Steel Work-Benches, Semi-Portable 
“HALLOWELL” Steel-Wood Work Benches 
“HALLOWELL” Steel-Woed Work-Tables 


“HALLOWELL” Steel Chairs and Stools 


“HALLOWELL” Steel Lift-Truck Platforms 


gic f “ 








STANDARD PRESSED STEEL CO|% 


= 











BRANCHES 
BOSTON 
CHICAGO 
DETROIT 

BOX 519 


JENKINTOWN, PENNA. 


BRANCHES 
NEW YORK 
SAN FRANCISCO 
8T.Louis 














The Neilan Company, Los Angeles, is not 
only an industrial distributor but a manu- 
facturer as well. T. J. Neilan started the 
distribution business several years ago and 
is now handling such lines as Powell valves, 


McCord lubricators, Everlasting Valve 
Company’s line and many others. But he 
got started manufacturing regulating equip- 
ment for the oil industry, and is now ready 
to place on the market pressure and tem- 
perature recording instruments as well, to- 
gether with differential limit switches for 
the oil industry. But you are already say- 
ing: “Can that stuff, who are those swell 
looking girls?” At the left is C. J. Roe, 
purchasing agent, then Miss Kermode, 
Miss Hollingsworth and, finally, T. H. 
Seavey, sales manager of the Mill Supply 
Department. 





Paterson Hardware and Supply 
Liquidates 

The stock of the Paterson Hard- 
ware and Supply Company, Mobile, 
Alabama, is being liquidated on the 
recommendation of its president, Mr. 
W. B. Paterson. The McGowin- 
Lyons Hardware and Supply Com- 
pany of the same city is acting as the 
liquidating agents, drawing on the 
Paterson stock for its needs and re- 
imbursing the Paterson Company for 
stock as used. All orders directed to 
the Paterson Company will be han- 
dled by the McGowin-Lyons organ- 
ization of, which Mark Lyons is 


| president and general manager. 


The Peerless Mill Supply Company, Buf- 
falo, New York, has narrowed its business 
down to about 25 specialties, issuing a spe- 
cial catalog. W. L. Taylor, secretary-treas- 
urer of the company, took time out long 
enough to have his picture taken. 
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The Enemy of 


IDLE 
HA! 


With a Clipper No. 6 Speed Lacer on the job, plant 
superintendents are relieved of the mounting costs 
of idle operatives while belts are being relaced. 
Here is a lacer which laces both ends of a six inch 
belt in 90 seconds! A lacer which exerts a 37,500 
Ibs. pressure without damage to belt fibres! A 
lacer which can be operated by a single shopman 
with utmost speed and efficiency. 


Push Clipper Equipment this year and you will 


be following the line of least resistance in sales 
effort. 


Clipper Belt Lacer Company 


GRAND RAPIDS MICHIGAN 


CLIPPER HOOKS, UNSURPASSED IN QUAL- 
ITY, ARE 20% TO 30% LOWER IN PRICE 
THAN OTHER MAKES. The lacers come in 

types for every requirement, lacing the smallest 

of belts up to the heavier and wider ones. The CLIPPER 
use of Clipper Hooks and Pins ensures a per- HOOK 
fect, lasting joint. 
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that 


SUPERIORITY 


FEEL, PROVE, 


SEE, 


you 


MAKES SALES WHEN SALES ARE: HARD TO MAKE 





WEDGBELT PULLEYS 
PREVENT 
V-BELT WEAR eee 


bi V-Belt Drives with the low maintenance cost 


are drives that employ WEDGBELT Pulleys of 
pressed steel. 


The heart of any V-Belt Drive is the driving sheave. 


Here occurs maximum flex and friction. Belts flow | 


over WEDGBELT Pulleys with a marked reduction in 
wear because these pulleys-are built of beautifully 
accurate die-pressed bright steel stampings “un- 
scored or roughened by tool marks — because 
WEDGBELT Pulleys assure correct angular relation to 
the belt and uniform belt stress—because the con- 
struction of these pulleys insures rapid dissipation 
of frictional heat that would otherwise cause pre- 
mature deterioration of the belt. 


WEDGBELT PULLEYS and Drives are not merely differ- 
ent—they are BETTER. Prove it. Try out a WEDGBELT 
Drive where another V-Belt Drive is proving costly 
in maintenance. Check your savings in belt re- 
placements. 


WEDGBELT Pulleys and Drives are now available at 
an increasing number of mill supply houses through- 
out the United States. Ask your dealer or write for 
the WEDGBELT Drive Hand Book, an improved, sim- 
plified guide for V-Drive purchase. 


THE AMERICAN PULLEY COMPANY 


4200 WISSAHICKON AVENUE PHILADELPHIA, PA. 


Avrpopent 
DRIVES 


Donald L. McCubbin 
McCubbin Now Manager of 


Ryerson Cincinnati Plant 
Mr. Donald L. McCubbin was ap- 
pointed manager of the Cincinnati 


plant of Joseph T. Ryerson and Son, 


Incorporated, effective February 1. 
Mr. McCubbin comes to this position 
after nine years at the Ryerson Chi- 
cago plant and more than seven years 
with the Cincinnati plant. 

Mr. Lewis E. Skinner returns to 
the Chicago sales organization to 
take over a special sales department. 


*x* * * 


Frick-Reid to Handle Gears and 
Forgings Speed Reducers 
Frick-Reid Supply Corporation, 
Pittsburgh, Pennsylvania, will han- 
dle the Gears and Forgings line of 
speed reducers in its territory. 


F. M. Brooks, vice-president of the Georgia 

Supply Company, Savannah, is not lodk- 

ing over the object in his hand preparing 

to exclaim, “it floats!” It’s not soap, but 

a fire brick sample from a new line that 
the company is now distributing. 
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Wasted Materials — Wasted Time -—— the two greatest 
enemies of efficiency in the shop, are often due to unre- 
liable tools and equipment. 


Your customers depend upon you to furnish reliable, 
accurate precision tool equipment —the kind _ that 
reduces spoilage and wasted time to a minimum. 


Brown & Sharpe Tools, because of their consistently 
reliable performance, are recommended by most Indus- 
trial Distributors as one of the best 
ways to lower production costs. Brown 


& Sharpe Mfg. Co., Providence, R. 1. 


Brown & Sharpe Tools 


“WORLD’S STANDARD OF ACCURACY” 
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“The Proof 
of the 


ding 





is in the eating”’ 


There’s an old saw but let us 
put a modern interpretation 
on it. It might be difficult to 
find a more prosaic subject 
than casters but, at any rate, 
that’s the subject for today’s 
lesson. 


Sometime ago when the 
BOND Double Ball Race Swivel 
Caster principle was announced 
it was with the knowledge that 
it was the finest, most practi- 
cal caster for industrial service 
you could buy. But the proof, 
you know, is in the using; 
thousands of them were put to 
work in hundreds of plants, 
given all kinds of treatment— 
and stood the gaff even better 
than we expected, if that were 
possible. 


But new casters are being 
introduced constantly; casters 
that promise to do the efficient 
work Bond casters have al- 
ready proved they can do. We 
put one of these new casters on 
our testing machine the other 
day. Three hours later it 
wasn’t fit for use. Our Double 





f, PAL OFR 
pee 





Ball Race Swivel Truck caster 
got the same treatment, on the 
same machine. Three hours 
later it was just beginning to 
be “broken in nicely” and ready 
for indefinite service. No break- 
ing down of the raceway and 
perfect swiveling. 


That’s the lesson, men. 
You’re the folks that catch it 
when customers are dissatisfied. 
Protect yourself with an ade- 
quate supply of BOND casters. 
They'll perform—without criti- 
cism. The proof of the pud- 
ding, you know! 





Patented 


Made in various types of wheels: Plain 
bearing, Roller-bearing, Rubber Tired, 
Thread Guard, etc. 


Manheim, Lane. Co., Pa. 


Phila. Office: 617 Arch St. 





Is the Distributor Needed? 

The February issue of Interstate 
Items, house organ of the Interstate 
Machinery and Supply Company, 
Omaha, Nebraska, carries an article 
entitled “Is the Distributor Needed ?” 
Not only does the writer answer the 
question in the affirmative by abstract 
comparisons, but he quotes figures of 
the Department of Commerce to 
prove that the wholesale trade as a 
whole is highly successful and draws 
the conclusion that if it be success- 
ful, it must be necessary. In conjunc- 
tion with this article, the magazine 


carries one of the Joint Merchandis- 


ing Committee’s charts, “Why Do 
Industrial Buyers Purchase Supplies 
from Distributors ?” 





Out in front of the Wayne Belting and 
Supply Company, Fort Wayne, Indiana, 


our photographer caught J. K. Boan 
(right), manager of the Mill Supply de- 
S. 


| partment of that company, and J 


| nounces the 


Foundry and Machine Co. 


| manager of the rubber specialties 


Spring Street, 


Moreland of the Wheeling Steel Corpora- 
tion, who makes his headquarters in 
Cincinnati. 


a 





Gangwer Seeking Connection 
Mr. Charles B. Gangwer, 1344 
Parkersburg, West 
Virginia, is seeking a connection 
with a supply house. Mr. Gangwer 
is well versed in all phases of the 
mill, mine and general industrial 
supply business, being particularly ex- 
perienced in purchasing and selling. 
* * * 

Kohler Has New Specialist 

C. W. Koehler, Koehler Rubber 
Company, Cleveland, Ohio, an- 
addition to his sales 
force of W. H. Stanton, formerly 


_ department for the U. S. Rubber 


N. Y. Office: 256 Broadway | 
Chicago Office: 39 S. Clinton St. 


| Company. Mr. Stanton will develop 
the sale of plumbers’ specialties for 
| the firm throughout the territory. 
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No room today 
for wasteful tools! 


Morse tools will ain more 
and more new customers for you 
today as more firms study ways 
to keep production costs low. 


Morse drills, cutters, reamers, 
taps and dies put an end to 
waste by workin? extra fast and 
extra long between sharpeninps. 













You will find a ready market 
for these waste-reducin®, tools. 














THE MORSE LINE INCLUDES: High Speed and Carbon 
DRILLS REAMERS CUTTERS TAPS AND DIES SCREW PLATES ARBORS 
CHUCKS COUNTERBORES MANDRELS TAPER PINS SOCKETS SLEEVES 





TWIST DRILL & MAC 


NEW BEDFORD, MASS., 
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YOU SHOULD USE 


the NEW Fairbanks “SPHERO” Valve be- 
cause it is POSITIVE and ECONOMICAL 
IN OPERATION, UNIVERSAL in its AP- 
PLICATION. It is QUICK-OPENING. 
The BALL PLUG gives a FULL ROUND 


OPENING the same as the nominal size 
opening of the pipe line on which it is in- 
stalled. It is EASILY ACCESSIBLE. RE- 
MOVAL and REPLACEMENT of SEAT 
RINGS and BALL PLUG can be effected 
without removing the body of the valve 
from the pipe line. ADJUSTMENT of the 
SEAT RINGS is accomplished by a simple 
turn of the WEDGE ADJUSTING 
SCREW. 


The “SPHERO”’ is 
IDEAL for BLOW-OFF 
SERVICE or PROCESS 
LINE WORK. This 
valve is made in sizes 
l4-inch to 8-inch inclu- 
sive; Y/-inch to 4-inch are 
lever operated; 4-inch, 6- 
inch and  §8-inch are 
worm-and-gear operated. 


For 200 Pounds Steam 
Working Pressure. 





Write for Bulletin V-103 giv- 
ing complete specifications. 


The FAIRBANKS COMPANY 
Boston NewYork Pittsburgh 


Factory: Binghamton, N. Y. 
Distributors Everywhere 





Census of Construction 

The Census of the Construction 
Industry for 1929, conducted by the 
Department of Commerce, Bureau of 
the Census, is being made available 
in pamphlet form by states as soon 
as it is completed. To date, statistics 
for the States of Vermont, Connecti- 
cut, and Virginia have been issued. 
This study of the construction 
industry, broken down by states, 
counties and principal cities, includes 
data on the value of construction 
business and principal items of ex- 
penditure, number of establishments, 
purchases of equipment and supplies 
and other data of immense value to 
distributors desiring to investigate 
the construction equipment market. 





E. L. Reichle, president, the Reichle Sup- 
ply Company, Saginaw, Michigan, all 
ready to “take off.”” The number 5 on the 
car door would seem to indicate that there 
are at least,four other cars in the company. _ 


Taylor Takes on Purox Line 
The H. D. Taylor Company, Buf- 


| falo, New York, has been appointed 


distributor for Purox Welding 
Equipment and U.S.L. Arc Welders. 
These lines were taken on after a 
careful check of the possibilities in 
the Buffalo district showed the im- 
mense potential for this type of 
product. T. Axtel, formerly with the 
Linde Air Products Company, has 
been engaged to take care of the 
welding department. His department 
will also sell a complete line of gas 
and electric welding rods. Joseph A. 
Grabner reports that the Taylor Com- 
pany is very much enthused about the 
line and is pushing welding equip- 
ment sales to the limit. 








_— 
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LUM 
“Where Is The Market for, , 


REGAL LATHES? 


| The Answer Is 


“EVERY WHERE”/ 


The market for REGAL Lathes is 
practically unlimited. With the 
‘ REGAL line you have lathes to offer 
for the home workshop — schools— 
garages — manufacturers — main- 
tenance departments, etc. 











a 


Is Engineering Knowledge 
Necessary to Sell the 


Regal Successfully? 


The answer is definitely "No." The opera- 
tion of the REGAL is so simple that any- 
i; one mechanically inclined can learn to run 
it in a short time. 

















b) 


This should be good news for indus- 
trial distributors and their salesmen 
| who realize that the only lines deserving special- 

ized sales effort today are profitable lines with 
known markets. 


| wea Let us give you complete facts on the markets 
for REGAL Lathes and the very effective help 
lore a we will give you in selling them. You will be in- 
terested in the new REGAL distributor policy. 
It is straight-forward and definitely to your ad- 
vantage. 


Write aes for a copy of this New Lathe 
Booklet, ‘‘Running a Regal.”’ It contains 

' complete instructions for the operation HE ” e 
" and maintenance of a LeBlond REGAL 
Geared Head Lathe, presented simply and 
illustrated by clearly understood diagrams. 
View ane 6M ACHINE TOOL CO 
ean sell the REGAL successfully without * 
engineering knowledge. Not only will 
this booklet A and educate your 


eall will wont a copy. oo CINCINNATI, OHIO. U. 8. A. 
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Determine Your Market, Then 
Develop It 


(Continued from page 6) 


| where it will be productive of the 
TRADE MARK best results. 


There are other distributors who 


BALL BEARING SPUR GEARED are actively applying the principles 


of Mitt Suppties’ Market Deter- 


3 | mination Plan, including W. S. Wil- 
C tJ A | N a O | S T 8 son Corporation, New York, Smith- 
| Courtney Company, Richmond, Vir- 
‘ | ginia, Western Iron Stores Company, 
Vy ton to 40 tons capacity Milwaukee, Hardware and ns 
| Company, Akron, Ohio, and The 
| Cameron and Barkley Company, 
Charleston, South Carolina. 
Manufacturers, too, recognize the 
| need for concentrated selling in { 
known markets, and many are doing 
| their part in aiding distributors to 
perform an intelligent sales job on 
their products. The Osborn Manu- 
| facturing Company, The Diamond 
Rubber Company, Incorporated, 
Chisholm-Moore Hoist Corporation, 
Victor-Balata and Textile Belting ; 
Company, The Belmont Packing and 
Rubber Company, and Dodge Manu- | 
facturing Corporation are a few who 
are tying-in their efforts closely with 
the Market Determination Plan. 
Thus, in little more than a year’s 
time, our plan of determining mar- 
kets is definitely taking hold. Dis- 
tributors and manufacturers alike 
recognize that planned selling means 
increased profit, and that, after all, 
is the life-blood of any business. But 
in order to have planned selling, it is 
necessary to know your market and 
| the application of the products you 
sell to that market. The program 
developed and sponsored by MILL 
SUPPLIES is a definite guide to | 
planned selling, and the enthusiasm 
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ALE Ball Bearing Spur Geared Chain Hoists enable 

one man to lift tremendous loads with surprising ease with which it has been received by 
and absolute security. They are preferred throughout the 
industrial world as the fastest, safest and most efficient 
means of hoisting by hand. 


the industry is definite evidence of 
its soundness and practicability. 


s 
“FROM HOOK TO HOOK 
A LINE OF STEEL” | 


Distributors Serve Industry Economically. Buy 
YALE from your Industrial Supply Distrib- 
utor. Your Correspondence Invited. 


Address Dept. B-3. 


THE YALE & TOWNE MFG. CO. 
PHILADELPHIA DIVISION 
Philadelphia, Pa., U.S. A. 


Makers of Yale Electric Trucks, Hand Lift Trucks, Hand Chain Hoists, Absorbed. Thomas B. Allen of Allen and 
Electric Hoists and Trolleys Webb, Charleston, South Carolina, was so 
absorbed in looking over the new “‘E.L.S.A.” 
plan of Mill Supplies that he did not hear 
the stealthy click of our camera. 
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NO SHRINK 


Condor Belts, when 
manufactured, are 
cured under tension 
to eliminate stretch. 





\¢ 
‘UG 


When properly applied with an allow- 


4 
5 






ance for “resetting’’ as specifically 
recommended with every Condor Belt, 


no periodic adjustment or unusual 





attention to its running is required. 


The CONDOR Line 


ee enc All Condor Products are of uniform 
Acid Hose Launder Lining i , bs 

Seem tne Cones teen high quality and render maximum 
Water Hose Dredge Sleeves 

Packers Hose C. |. Air Tubing efficiency. From your point of view, 
Garden Hose Paper Mill Hose 

Chute Lining Silver Edge Belt it is distinctly a ““Customer-Satisfying- 


Sand Blast Hose 
Contractors Hose 
Sand Suction Hose 

Textile Mill Specialties 
Asbestos Brake Blocks 
Industrial Brake Lining 


Line.’’ Write for details of the 


Condor Franchise. 














Manhatten tubber ivision o Revbesgentian heariagn 
ie a: ae and rama ruses, New Jersey sc 
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AKE graphite forms a 
protective layer prevent- 
ing metallic contact. This 
is the basic reason for the long 
wear and freedom from trouble 
when bearings are lubricated 


with DIXON’S Graphite Grease. 


By keeping bearings supplied 
with this lubricant, their life is 
extended indefinitely, adjust- 
ments being necessary only after 
long periods of service. A graph- 
ite-polished bearing surface re- 
duces friction to a minimum. 


DIXON supplies Graphite Cup 
Grease in six degrees of hard- 
ness. Tell us the conditions and 
we'll advise which DIXON Prod- 


uct to use for better service. 


Motors Compressors 
Stokers Machine Tools 
Line Shafts Conveyors 
Pumps Fans 

Engines 


Pf. ke een ae a 
Joseph Dixon Crucible Company 


Jersey City New Jersey 


104 YEARS OF DIXON SERVICE 











A Sales Clinic Proves to Be 
a Sales Tonic 
(Continued from page 11) 


business secured there was consider- 


able lined up for the future, a large 


| percentage of which will probably 


materialize. 
Then, too, customers and pros- 
pects were able to meet the officers 


of the company and get a first-hand 
| impression of the kind of house with 


which they are dealing. 
Besides the above, the manufac- 
turers could not help but be im- 


| pressed with the company’s aggres- 


sive spirit in creating business rather 
than waiting for it to materialize, 
and hence, should be more inclined 
than ever to cooperate in the future. 

Last, but probably most important 
of all, was the stimulating effect 
which the clinic had on the com- 
pany’s own salesmen. It showed 
them definitely the value of demon- 
stration in selling and convinced 
them that, despite business condi- 
tions, creative salesmanship will still 
produce business. 

Conducting a sales clinic, such as 


| Shadbolt and Boyd’s, entails con- 


siderable work and expense, it is 
true, but the tangible results obtained 


| more than offset them and make the 


effort decidedly worth while. 


What Makes for Successful 
Selling Today 
(Continued from page 30) 
clamped the wearing strips to both 

faces of the frame pedestals. 

With the new method, the jig set 
in place not only holds the lateral 
strips in position, but the complete set 
of rivets as well, which are inserted 
cold. The small projection of the 
rivet is then heated by torch, driven 
with an air gun on the one side only 
and set. This improved process 
means a direct saving of a rivet 
heater outfit and a man in charge. 
It has effected a reduction in opera- 
tion of approximately 60%. 

If you were to suggest these jigs 
to those of your customers who have 
similar problems, your immediate 
gain would perhaps be only a small 
order for minor parts. However, it 
is my belief that a consistent study 
of economies in production and 
maintenance intelligently suggested 
to the right prospect will make loyal 
customers of the most hard-boiled 
buyers. | 

Show me a distributor’s salesman 


wiibiee. 
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THOR Midget Type Electric 
Tools are popular for all 
light drilling and screw driv- 
ing. These tools weigh but 
3 Ibs. and correspond in size, 
weight and portability with 
small hand tools 


THOR 1760 is a powerful 
grinder of ball bearing con- 
struction throughout. Made for 
Universal or Direct current. 


THOR UBD is 

a heavy duty, 

%" capacity 

drill. The pow- 

erful motor— 

the special 
heat-treated gears—the 
ball bearing construction 
—are responsible for 
the wonderful service it 
gives. 


TTHIOR VER fs equipped 
with the THOR hick- 
Out Nut Driving At- 
tachment, which  per- 
mits nuts to be driven 
to any pre-determined 
tension with 100% uni- 
formity and accuracy. 
The attachment is ad- 
justable for various 
sizes of nuts. 








ISTRIBUTORS; 
Suke the gency for. 


UNIVERSAL 


ELECTRIC 
TOOLS 


There are many advantages in handling THOR 
Electric Tools. Their reputation,x—which has been 
built up through many years of satisfactory per- 
formance.—is one of your greatest assets. Their 
widespread use and popularity make it easier for 
you to close sales. The popular prices make it 
possible for you to sell any type of shop, whether 
for maintenance or production work, and to com- 
pete successfully for your share of business. 


With the THOR Line you can cover the entire range 
of industry, economically and efficiently. For screw 
driving and nut setting work, THOR is a pioneer 
and offers you attachments and sizes not obtainable 
elsewhere. Power screw driving and nut setting is 
a fertile field and offers tremendous possibilities 
for the aggressive distributor. 


These advantages, together with the fact that the 
Independent Pneumatic Tool Co. is an old, reliable 
organization — established in 1893 — financially 
sound and progressively managed, make the THOR 
Agency a profitable connection. 


Write for our Distributors’ proposition on this pop- 
ular and fast selling line of electric tools. Complete 
details will be sent promptly and without obligation. 


INDEPENDENT 
PNEUMATIC TOOL CO. 


604. W. Jackson Boulevard 
CHICAGO, ILLINOIS 


ESTABLISHED SINCE 1893 
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I’ll show you a man who 


| present-day conditions. 


they have sales ap- Progress 
peal. The Maydole 
Cold Chisel and Punch 
with heads which ab- 
solutely will not mush- | 
room. The patented 
Stillson Type Wrench, 
10 to 30% stronger 
—easily assembled or | 
taken apart—no riv- 
ets. The Norwich 
Hammer — none bet- | 
ag Fa od a _members in regard to the 


many of the famous | 


because~. 


and American 
portant factors in 
work of the Committee. 





self—a superior prod- 
uct for over a cen- 
tury. 

Mill supply jobbers 
can sell MAYDOLES 
and make a handsome 
profit. Write for de- 
tails and proposition. 


pany, Worcester, 


give some facts about the 

Every 
‘subscribers telling about 
Subscribing manufacturer 


as follows: 
and organization to a 
which heretofore had been 
along under the direction 
| mittee, the members of 
businesses of their own to 
and therefore, could not 
attention needed. 
Through the efforts of 
tive-manager, more than 
entitled, “The Shortest 





| tributor,” 


hands of distributors. 


tributors’ 


mon story to industrial 


toward a real 
distributors. 


unity 






JE 
TOOL CORP. 
Norwich, N. Y.‘ 


@ 1749 | 


| are spreading the facts 





profits for his employers, 


(Continued from page 13) | 
Associations—Southern, 
have also been im- 
promoting 
They have 
had Committee charts imprinted on 
| their letter-heads and also are con- 
| tacting their members and prospective 


Maydele “—— a” *4 | Supply Company, Akron, 
Maydole Hammer it- 


who is selling practical ideas in addi- | 
tion to supplies and equipment, and | 


is making | | 
despite | 


| 
| 


National 





the | 





campaign. 


Three distributors, Hardware and 


The Bit- 


tenbender Company, Scranton, Penn- 
sylvania, and Duncan-Goodell Com- 
Massachusetts, | 
have donated the front cover of Mull | 
and Factory Illustrated for March to 


campaign. 


subscribing distributor has 
| sent at least eight letters to non- 


the work. 
s have co- 


operated in the same manner. 

The accomplishments of the cen- 
tral office can be summed up briefly 
It has provided leadership 


movement 
struggling 
of a Com- 
which had 
look after, 
give it the 


the execu- | 
500 charts | 
for | 

Industrial Supplies to the User Is 
| Through the Industrial Supply Dis- | 
have been placed in the| 
This 
gives data showing how the distribu- | 
tor aids both manufacturer and user. | 
As a result of this effort, 
shall points out, more than 800 dis- 
salesmen are telling a com- | 


re weeny Cor 


Route 


chart 


Mr. 


users. In 


unity there is strength, and the cen- | 
tral office is making definite progress 
of 


industrial | 


The central office has lined up a | 
cohort of enthusiastic distributor and | 
| manufacturer workers, all of whom | 


about eco- 


nomical industrial distribution. 


| Not only are these workers broad- 
casting the facts (Turn to page 68) | <§§ es 


Gatt- | 





"A Triple Threat”’ 


to 


Sales Resistance 


POWER 
DURABILITY 
SPEED 
with 
THE NEW 


BADGER 
Car Mover 


and 


THE ADVANCE 
Safety Car Wrench 


Two remarkable rail- 
way car tools with 
‘almost unlimited mar- 


kets — instant appeal 


to buyers — and real 
profit opportunities 


for distributors. 


details 








‘Mover Co. 


APPLETON, 
"WISCONSIN 


Canadian Factory 


Canadian Advance 


Car Mover Co., Welland, Ontario, Canada 


A Write for 
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| LOOKING FOR A NEW SOURCE OF PROFIT? 
THEN SEND FOR A COPY OF... 





PIPE FOR PERMANENCE 


XUM 


You don’t have to be told that you 
can’t make money handling only 
staple lines out of which competi- 
tion takes all the profits. 

Pipe is no exception. The time has 
passed when one kind of pipe can be 
sold for every kind of service. Users 
have been educated to the point 
where they know that it takes a bet- 
ter pipe to prove eco- 
nomical under severe 


operating conditions. <a mss 
The better pipe is Ton- , 


eP” coppra 


MOLYB OLN 


can Iron. For twenty odd IRON 





years, this alloy of refined iron, cop- 
per and molybdenum has been prov- 
ing its longer life in other forms— 
sheets, boiler tubes, plates. Now to 
pipe it brings the same high degree 
of resistance to rust and corrosion 
that has built its reputation. 

Many of your customers will wel- 
come your suggestion that they give 
Toncan Iron a trial. In 
the meantime, look ahead 
and ask for a copy of the 
; interesting 64-page book 
PIPE “Pipe for Permanence.” 


REPUBLIC STEEL CORPORATION 


GENERAL OFFICES “SyReo7 YOUNGSTOWN, OHIO 


PITTSBURGH SAN FRANCISCO BOSTON EL PASO 
CINCINNATI GRAND RAPIDS TULSA TOLEDO 
NEW YORK INDIANAPOLIS DENVER SEATTLE 


BUFFALO ST.PAUL LOS ANGELES MASSILLON 
CHICAGO DETROIT BIRMINGHAM CLEVELAND 
ST. LOUIS DALLAS PHILADELPHIA MILWAUKEE 











Keeping in Touch with 
DISTRIBUTION 


Pertinent comments on timely topics from 


The Anti-Trust Laws 


HE January issue of Food [n- 
dustries carries an article by 
Dana T. Ackerly of Breed, Abbott 
and Morgan, New York, a lawyer 
of broad experience. An _ excerpt 
from this article having to do with 
the Sherman Act reads as follows: 
“We exempt farmers and grocers 
and some other favored ones from 
certain provisions of the Sherman 
Act. There is growing sentiment 
that coal, lumber, oil and other pri- 
mary industries should be somewhat 
relieved 


from the effects of that 
statute, but only a thin, small voice 
is raised for the middleman. 

“An analysis of the current pro- 
posals for new and increased taxes, 
both federal and state, discloses that 
much more than his share of the load 
is to be piled upon the shoulders of 
the distributor. We berate and ham- 
string him, and yet expect him to 
carry on for a rapidly diminishing 
rate of return—and more often, 
nowadays, at a loss—just for the 
love of service to the producer or 
manufacturer, on the one hand, and 
the consumer on the other hand... . 
An amendment of the anti-trust laws, 
relieving basic industries and mer- 
chants generally of some of the re- 
strictions imposed, would greatly 
alleviate present economic ills.” 


 *& s 


Distribution of Chemicals 

O FRED ROST, marketing edi- 

e tor, The Busimess Week, in 
an article in Chemical and Metal- 
lurgical Engineering for January, 
discusses distribution trends in the 
chemical industry. Mr. Rost points 
out that while methods of distribu- 
tion in this industry have been under- 
going rapid changes recently, with 
the predominating tendency towards 
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chain distribution and direct selling, 
it would not be at all surprising if 
the trend should develop back toward 
the wholesaler again. This conclu- 
sion is drawn primarily because the 
industry deals with a great variety of 
items, many of which are used in 
small quantities and infrequently, 
and because when need arises for 
these articles, immediate delivery is 
necessary, 


Planned Selling 

HE January 6 issue of Adver- 

tising and Selling carries the 
fourth of a series of articles on 
planned selling by W. B. Spooner, 
Jr. Mr. Spooner states that the sales 
force which is not held to the most 
favorable markets in the next decade 
will pile up sales costs out of all 
reason. His basis for determining 
such markets is fundamental. Who 
needs your products? Who needs 
them most right now? Why? Where 
are these men? Which of them can 
spend the money for this need most 
readily ? 

x * Ox 


Taking and Using Inventories 
kK IGHT suggestions for those tak- 
4 ing an inventory are presented 
in an article in the National Retail 
Clothier and Furnisher. They are: 

1. Complete extensions at the ear- 
liest possible date. 

2. Evaluate the inventory accord- 
ing to present market prices. 

3. Include the cost and retail prices 
for all items in taking physical in- 
ventory, and calculate the gross mar- 
gin on the basis of present retail 
prices. 

4. Compare the 1931 inventory 
with that of 1930 to determine slow 
sellers. 


other fields of distribution 


5. Carefully check the number of 
service items contained in the inven- 
tory. 

6. Compare the inventory of dif- 
ferent items with the corresponding 
inventory of last year. 

7. Compare prices in the present 
inventory with prices last year. 

8. Compute the total amount of 
depreciation taken on present inven- 
tory and ascertain causes for this 
item of loss as a guide to future 
operations, 

0 


Distribution Costs 


[; ISTLY duplication of distribu- 
tion activities in the Gulf South- 
west is indicated in a report by E. F. 
Gerish of the Department of Com- 
merce, reported in Hardware World 
for January. As an example, there 
is one county in a sparsely popu- 
lated section of west Texas in which 
there are only five retail stores, 
where 22 hardware jobbers report 
they are traveling salesmen. The 
average jobber’s salesman in_ this 
territory sells $75,000 worth of mer- 
chandise annually and services about 
130 accounts. Each call made by this 
salesman costs in the neighborhood 
of $2. Of 42 lines handled by hard- 
ware jobbers in thjs territory, 21 
earned over 20% and 21 earned less. 
The average turnover on all lines 
was 3.3 times. The survey showed 
that the average jobber lost money 
on any order taken for less than 
$17.85. The drop in wholesale prices 
by a reported 30% has made the 
task of handling merchandise at a 
profit in this territory extremely 
difficult. Where the jobber once had 
a margin of 20 cents to work on, he 
now is forced to operate on a 14-cent 
margin. The result, considering fixed 
costs of warehousing, capitalization 
and delivery, is obvious. 
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HerE Is THE BUSINESS 


END of ( GREAT OPPORTUNITY 
for 
YOU INDUSTRIAL DISTRIBUTORS 


FEW WILL DENY THAT TODAY THE IN. 
DUSTRIAL DISTRIBUTOR’S GREATEST 
PROFIT OPPORTUNITY LIES IN HIS SPE- 
CIALTIES 












AND OF ALL THE SO-CALLED SPECIALTIES, THERE 
IS NONE BROADER IN ITS APPLICATION, SURER 
OF CONSTANT GROWTH, THAN WELDING AND 
CUTTING. 


HE equipment itself and the accessories incident thereto, constitute a line that, in our opinion, the in- 

dustrial distributor is the most competent one to handle of all the various classes of distributing agen- 
cies available. We are putting our complete faith in you industrial distributors as the logical outlet because 
you are on a friendly and sales-producing basis with all industry. 


The welding industry is the eighth largest in the United States today. Look where you may—welding and 
cutting is everywhere. 


Carload after carload of welding rod is used for both gas and electric welding. Hose, goggles, face masks, 
fluxes, spark lighters go with it—a splendid array of good profit making, easily warehoused materials and 
accessories. 


Not an industrial that you call upon but uses it—from a welding or cutting unit up to scores or hundreds. 


Once sold comes the gratifying run of repeat orders—of supply orders—of good will and business oppor- 
tunity. 


Somebody Is Buying Constantly—Why Not From You? 





We' can assure you, there is nothing very technical about selling it—your salesmen will 


° quickly learn to represent welding and cutting apparatus with enthusiasm and with 
. Write J _ results—the Victor idea of “Nucleus Torch” is of particular advantage to you—and our 
full particulars company does not compete against its distributors but whole-heartedly co-operates with; 
on our them, plans for them, builds with them. 
THERE IS A REAL OPPORTUNITY IN THE WELD- 
INDUSTRIAL ING INDUSTRY. WHY NOT START THE BALL 
DISTRIBUTOR ROLLING RIGHT NOW? INVESTIGATE TODAY. 
POLICY 


(0) WELDING EQUIPMENT 
The Victor VIC nae ir Ma. 3 


“Nucleus Torch” . 
Id Division of Victor Equipment Company 
ea 








844 Folsom Street, San Francisco, California 
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Type X 
Imperial 


Welding Torch 














No. 15 IMPERIAL 
Welding and Cutting Outfit 


This all-round outfit does everything known 

to the oxy-acetylene process — does the 

lightest, as well as the heaviest welding, 

and cuts wrought iron and steel up to 
12 inches thick. 








MPERIA 


A Definite Asset 
to Distributors in 1932 

















No. 17 IMPERIAL 
Welding Outfit 


Here is the finest type of welding outfit 


for small welding jobs of all kinds. Two 
gauges on each regulator enable the oper- 
ator to know the cylinder as well as the 
working pressures of the gases being used 
This obviates the possibility of running 


out of gas while a job is in progress 


EQUIPMENT 


WELDING Why Distributors Should Sell 


Welding Equipment 
(Continued from page 9) 


_of has the whole line-up manufac- 


turer policies. But I do not know that 
many manufacturers are now seek- 
ing out the industrial distributor. 
There is a turning point approaching 
and the business is coming toward 
the distributor. You will be ap- 


| proached by many, and there will be 


| many propositions made to you. The 


| 
5 ew great IMPERIAL | 
Line fits perfectly into | 
every selling plan for this 
year that, sensibly, calls for | 
concentration on products | 
with real sales and_ profit 
possibilities. 


THE PRODUCT 
IMPERIAL Welding Equipment 
measures up to the very highest 
standards of efficiency, economy and 
durability. 


point definitely. All torches and 


Its reputation proves this | 


| Lines 





regulators are chromium finished. 


THE MARKET 


Every plant, large or small, where 
work is done with metal is a live pros- 
pect. This year should witness a very 
marked increase in demand for weld- 
ing equipment. Let us point out 
clearly the great market in your ter- 


ritory for the IMPERIAL Line. 


OUR POLICY 


The IMPERIAL Policy provides for 
honest-to-goodness protection for and 


intelligent sales cooperation with IM- | 


PERIAL distributors. More than that 
—we allow a fine margin of profit to 
our sale — 


whether it be of one outfit, or many. 


distributors on every 


Ask for complete information. 
No obligation. 


You will be vitally interested. | 


The Imperial Brass Mfg. Co. 


511 South Racine Avenue 


Chicago, Illinois 








things to look out for are funda- 
mental, but will bear repeating. 

1. Make sure that the manufactur- 
er’s distributor set-up puts you in a 
position to deal with large customers 
on some profitable basis, as well as 
with the small user. In other words, 
be certain you are not competing 
with your manufacturer for the 
cream. There are such fair policies 
among welding manufacturers. 

2. Make sure that the quality of 
product is of the highest. There are 
“Tiffany Lines” and “Tin Whistle 
” in this business. Look them 
over and get the best, because indus- 
trial distributors, who are worthy of 
the name, have always taken pride in 
handling quality merchandise. 

3. Be sure that the manufacturer 
is prepared to give you proper mer- 
chandising and sales backing. By 
this I mean such helps as properly 
designed price book sheets simply 
and clearly worded; regular letters 
and other sales data designed’ for the 
help and encouragement of salesmen ; 
sales promotion data to send to your 
customers and prospects; a welding 
school to which the distributor may 
go or send his men; and equipment 
all ready to put to work, which the 
distributor can secure at moderate 











R. C. Barclay of Cameron and Barclay, 

Charleston, South Carolina, was “snapped” 

by our photographer as he paused to look 

over a new window display of oil cans and 
greasing equipment. 
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|The Production of Power 
gage Machinery in 
the U. & has Increased over 


Bi oneacdnawee 100% in the past six years 


according to Department of 
in 1932 


Commerce reports. 
E with 


qaleletsiaan 


Industrial 


Late mm bi=toNatate _— 
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30,000,000 





25,000,000 















































1923 1924 192° 1926 1927 1928 1929 


Right now more attention is being devoted to possibili- 
ties for making substantial power and maintenance econ- 
omies than to any other phase of industrial activity. 
MODERN INDUSTRIAL POWER DRIVE AND BEARING 
UNITS offer an exceptional opportunity to distributors 
who wish to capitalize to the fullest extent on the mod- 
ernization wave that is sweeping the industrial field. A 
complete line to select from to best fit each individual 
need, an engineering staff specializing in power drive 
and bearing units and a corps of sales engineers to as- 
sist on difficult problems is at the disposal of every 
Dodge distributor. 


pe the basis of facts the Dodge line offers the greatest 
tee for immediate as well as future profits and 
will liberally reward specialized sales effort. 


pace ey 


PAT. OFF. 


‘DGE 
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WELDING 


Affords YOU the 
Opportunity of a Lifetime | 














ILL put you in the 
strongest possible 
position to capitalize on 
the wide modern demand 





, | Seven stories up. The Campbell Hard- 
We Sell Through for fast, safe, efficient and ware Company of Seattle, occupies the 
wei — economical welding and | entire building which is here pictured. 


: : There are seven floors devoted to tools, 
cutting equipment and | heavy aesdwest and industrial supplies. 


supplies, Si a il 

cost to set up in his own place, so 
Write name our exclusive profit-making proposition for distribu- ||| that he can conduct a school of his 
tors. You will be interested. 


— A Ee 


eed 


own for prospects or artisan groups 
in his territory 


TORCHWELD EQUIPMENT COMPANY | One might run for many pages 


: | re on this subject and but a begin- 
2 . Carpenter Stre Chic teresa 5 
24 N. Carp - — ning of the story would be told from 


the merchandising standpoint alone. 

Summed up in a few words, the 

| | points I wish to stress most are these: \ 
| Welding and cutting are here now in 

the form of a tremendous industry. 

You see it everywhere you turn. The 

industry has been through the throes 

















ce 











ALL of its early merchandising methods, | 
produchs as every industry has to go through 

them, and is now in a position of 
INDUSTRY 
















for stability, not only ready for the dis- 
tributor stage, but seeking it. Indus- 
Txcrupine welded and trial distributors are far and away 
+. > - cae « > - y = | 
brazed steel products, the Wall the most logical and the best organ 
' — ized to handle it. It will come to you, | 
line for industrial use © a : eee \ 
too, 1f vou decide to go after it, with 
sually complete. seacenaattind é @ritabl il f lies t | 
usuall) ia laanciltil a veritable family of supplies » parts 
tionally low considering qh" and accessory business tied onto it 
«Se e ~ ; 
and ability to render “ervic that you can stock and profitably sell ' 
with Safety” under severest and keep on selling profitably in- i 
operating conditions. Write. definitely, t 
™" Phere are hundreds of millions of 
LY CO., e ° ° 
P. WALL MFG. SUPPLY OS dollars of potential welding and 
3126 Preble Ave.,N-S- accessory business < llv. It is 
PuusbersPe- accessory business annually. is 
breaking its bounds and seeking rest- 
rT pREADN AUGHT lessly for a channel to flow through 


———— 


oserrice With Safety 
s 

BLOW TORCHES & FURN ACE 

Carriers - Tallow Pots - Oilers 


from a merchandising standpoint, 
and the industrial distributor can be 
that channel. Do not let the oppor- 
tunity slip by you. For, in the words 
of the vice-president of one of the 
great steel companies: “Alice in 
Wonderland has nothing on Johnny 
in Weldland.” 
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WILLIAMS "“SUPERSOCKETS” 
in SETS Hat SELL/ 


Williams’ ‘‘Supersocket”’’ Set No. 55, illus- 

trated below, a combination of ‘*Standard”’ 
and *‘Heavy Duty” Socket Wrenches, provides an 
ideal assortment for the Millwright as well as 
for general industrial use. It contains 21 Twin- 
hex Sockets for all U. S. Standard nuts 1/4 to 
1 inch, and Cap screws 1/4 to 1 3/8 inches. Two 
complete lines of 14 Handles and Parts are pro- 
vided, making possible a wide variety of wrench 
combinations. 





SUPERSOCKET SET No. 55 
**Standard”’ and “‘Heavy 
Duty” Pattern 











| SUPERSOCKET SET No. 50 


| 





“Heavy Duty” Pattern 





Set No. 50 is designed for ‘‘Heavy Duty” 
and provides in trim design an assortment 
of Sockets and Accessories of extreme strength. 
11 Twinhex Sockets with openings 7/8 to 1 5/8 of 
an inch, handle all U. S. Standard Nuts 1/2 to 
lL inch, all Hex Cap Screws 1/2 to Linch and all 
S.A.E. Standard Nuts and Cap Screws 9/16 to 1 
1/8 inch. Handles include the sliding T Handle 
as well as a ratchet Handle 18 1/2 inches long. A 
long and short extension bar as well as a ratchet 
extension bar are also furnished with this set. 


J. H. WILLIAMS & CO. 
WESTERN WAREHOUSE, 










<<UPERSOCKET™ 
WRENCHES 


BUY FROM YOUR 


“The Wrench People” 





Set No. 20, comprising 10 Twinhex Sockets 
with openings ranging from 7/16 to 7/8 of 
an inch, together with 10 Handles and Parts, 
is moderately priced and an excellent seller. It 
is extremely eflicient, inasmuch as its range 
covers the sizes of nuts and cap screws most 
commonly used. 

All Williams’ ‘*Supersocket”’ Sets are furnished 
complete in strong steel cases. Set No. 20 in a 
case 20x6x3 1/4 inches. 





SUPERSOCKET SET No. 20 
**Standard”’ Pattern 


SUPERSOCKET SET No. 75 
DISTRIBUTOR “Extra Heavy Duty” 


Pattern 


Williams’ ‘‘Supersocket”’? Set No. 75 is of 
the “Extra Heavy Duty” pattern. It con- 
tains 17 pieces in all, including 11 Twinhex Soc- 
kets and 6 attachments. This set provides un- 
usually rugged strength and is designed for the 
hardest types of service. In addition to the 1 inch 
opening in base of sockets, they are also cross 
drilled to receive a sliding Handle. This feature 
minimizes a tendency to tip when the Socket 
is used near the end of the Handle. Complete 


in Steel Case, 20 1/2x6 1/2x4 1/4 inches. 
75 SPRING STREET, N. Y. 





SALES OFFICE, 


CHICAGO. -- 


WORKS, 


BUFFALO, N. Y. 
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“What's Selling 
in My Territory?” 





Based on reports from dis- 
tributors, comparing vol- 
ume of business for the 
month ending February 








KEY TO CHART 


I5, 1932, with business MMB Increase 10% or more 
during the corresponding eee SRNNS EE 
° d f No Change 
perio O 1931. os Decrease 10% or more 
M0 Decrease 1% to 10% 


*Better comparison than last month 
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$100,000 Warehouse Service 





itt 
ij ) 





PULL¢y; 1.11 PULL 


Here is an opportunity for you to handle a 
profitable line with no stock or investment. 


In the principal cities from coast to coast, we 
have established warehouse distributors, main- 
taining complete stocks of ROCKWOOD Pul- 
leys and ROCKWOOD Bases for short-center flat belt 


drives. 


In other industrial centers, stock-carrying dealers have 


been appointed who carry the more popular sizes at 
all times. 


Now a plan has been developed whereby you can draw 
on the stocks of these distributors and dealers and get 
the same substantial discounts as on factory shipments. 
Thus, without any investment, you gain the advantages of 
warehouse service and your profit on sales is quick and sure. 
The three types of ROCKWOOD distribution outlets are 
explained in the column at the right. Substantial discounts 
are allowed for each class of dealer service rendered. Resale 


prices are strictly adhered to. You fit into one of these 
classifications. Write today for details. 





SHORT-CENTER PLAT 2 .DR iV 2 








WAREHOUSE 
DISTRIBUTORS 
—carrying complete fac- 
tory stocks and maintain- 
ing these stocks through 
daily factory replacements. 


STOCK-CARRYING 
DEALERS 

—usually in cities where 
there is no warehouse dis- 
tributor. Carry stocks of 
popular sizes only and 
draw on warehouse or fac- 
tory stocks for infrequent 
sizes and for replacements. 


NON-STOCKING 
DEALERS 

— filling orders as ob- 
tained, by drawing on 
nearest stock-carrying 
dealer, warehouse distrib- 
utor or from factory. 


THE ROCKWOOD MANUFACTURING CO., INDIANAPOLIS 


Division of General Fibr 





ts, Inc. 














MILL SUPPLIES 











and Improved Industrial Products 

















ORSE Twist Drill and Machine Com- 
I pany, New Bedford, Massachusetts, 
announces a new screw extractor (No. 
773) with which broken screws can be 
readily removed from the hole without 
damaging the threads. Simply drill a hole 
in the broken screw; then insert the ex- 
tractor and the screw is removed on its 
own threads without damage to the threads 
in the hole. This new tool is made in a 
range of 12 sizes and is offered in four 
different sets which cover the requirements 
of machine shop, automotive repair, and 
oil well work. 


AA OO Rewweaiei 





RESCENT JUNIOR, the 

new smaller and_ lighter 
weight tape-rule manufactured 
by The Lufkin Rule Company, 
Saginaw, Michigan, is of neat 
pocket size, no larger than a 
watch. It is automatic wind 
and made in two lengths, 4 
and 6 foot. The blade is a 
inch wide and can be projected 
unsupported to walls or into 
openings like a rule. Will also 
accurately measure circles and odd shapes. Weight of 4-foot “Cres- 
cent Junior” complete is 3 ounces; diameter of chromium plated case 
1S 134 inches. 





HE new Purox se- 

ries, recently intro- 
duced by The Linde Air 
Products Company, 
New York, comprises 
six regulators—two for 
acetylene, and four for 
oxvgen. All regulators 
in the series have the 
same general external 
ippearance. They are of 
all-metal construction, 
simple, compact. Dia- 
phragms are made of a 
special corrosion-resist- 
ing alloy. One of the 
outstanding design features is an accurate, self-aligning valve of the 
nozzle and yoke type, insuring sensitive action and freedom from 
leakage. 





5 YRIT Blowpipes for 
use with either coal 
gas or natural gas with 
compressed air are being 
offered by the Torit 
Manutacturing Company, 
St. Paul, Minnesota 
They are made in vari- 
ous sizes for different 
kinds of work. These 
blowpipes are light and 
well balanced; leak- 
proof and well-built. Adjusting the air and gas valves gives the 
operator either a small, hot flame, or a large, soft one. 








STUFFING BOX 


BRONZE Sour 


ICKE 


EXTRA LONG HANOLE 
GIVES ACCURATE AD- 
SUSTMENT 


FLUTED NOZZLE 
GIVES STRAIGHT 
STREAM NO 
Spray 


MPERIAL Brass Manufacturing Com- 

pany, Chicago, has developed a new 
radiator water faucet, No. 261-G. This 
faucet is non-leaking, made of bronze, 
white nickel finish, and threaded for 34 
inch hose connection. A fluted nozzle, which 
gives a straight solid stream without a 
spray, is an unusual feature. 








ULCANIZERS for splicing and repair- 

ing rubber transmission belting are now 
being made by James C. Heintz and Com- 
pany, Cleveland. These are available for all 
types and sizes of rubber belting, including 
60-inch conveyor. Type 10, illustrated, oper- 
ates from a power circuit, and has a 
capacity up to 10-inch belts. 

















UTLER-HAMMER, Incorporated, Mil- 

waukee, has brought out a 30-inch size, 
heavy duty, lifting magnet which is espe- 
cially suitable for use with crawler type 
cranes in foundries, etc., where the size of 
the D.C. generator must be small and the 
lifting capacity of the magnet high. A 2% 
K.W. generator is all that is required. 
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| If you have been letting somebody 


| else sell the pumps your customers 


buy, I hope you'll read this.”’ 





THE GREAT PUMP MYSTERY 


EPISODE NO. I 


mt 


HE BIG BOSS had something on his mind and his sales manager knewit. 


i 


“T’ve just come back from the cannery,” said the b. b. “Do you 


pot) 


know those people have 40 pumps? I counted them... Yet we 
didn’t sell more than 2 or 3 of the 40. What’s the answer? That’s 


== our kind of equipment, isn’t it? And they’re our customers. We 





make a fine profit on pumps, but what do pumps amount to with us? A few hun- 
dred dollars or a couple of thousand a year! Piffle!” 

“The answer is,” replied the s. m. “We haven’t made our customers realize 

' how much we know, or could know, about pumping problems. If they want a pump 
for a simple service, we get a chance at a pick-up sale, but if engineering is required, 
they don’t know we can handle it.” 
“But don’t we handle engineering jobs every day?” the boss replied. “Didn't 
we make the complete transmission layout for that cannery? That required real 
j engineering skill. We equipped ourselves to get that type of business, and we’re 
getting it. We're specialists in that line, and that’s why it’s profitable. We're selling 
brains, as well as equipment. Now about pumps. It’s a mystery to me why we let 
somebody else get this business. What do we have to do to get it? Is it going to be 
worth while? I want you to find the answer.” 

“All right, boss. I know a good place to start. There is one manufacturer* 
who makes a complete line of pumps for the mill supply trade. They'll help any 
supply house locate pump markets, work with them, and get things started. Ill see 
what they can tell us.” 

(Why wait for Episode No. 2?) Why not let Goulds 


help you find your answer to the Great Pump Mystery?) 


*The only complete line of industrial pumps for every type of service is made by 


GOULDS PUMPS Inc., Seneca Falls, New York. 
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New and Improved Industrial Products ‘ 








we AGNER type RG motors, manufactured 

Wagner Electric Corporation, St. 
Louis, are repulsion-induction motors accord- 
ing to NEMA classification—that is, the rotor 
in addition to having a wire winding also has a 
permanently short-circuited, squirrel-cage wind- 

















Salient features of the Wagner RG motor 
are “exceptional torque characteristics, low start- 
i speed-regulation, 
voltage, excellent commuta- 
brushlife and no _ internal 
circuiting or brush-lifting mechanism. 


close 
low 





HE Misener 

Manufacturing 
Company, Incorpo- 
rated, Syracuse, New 
York, has placed on 
the market the Mise- 
ner Rotary hack saw 
in a single cut model 
covering a very wide 
range of sizes—from 
44” tol10”. Each toolis 
complete — equipped 
with a round straight 
power shank for use 
in connection with an 


electric drill or a power machine. The 


semi-high speed steel. 


Both metal and wood cutting blades 


depths from 4” to 


The Rotary increases the range 
” electric drill to 3%” 


positive i 


short- 





SPECIAL General Elec- 
tric 3600 RPM motor is 
used on the Standard 4 H.P. 
special vertical grinder re- 
cently designed by The Stand- 
ard Electrical Tool Company, 
Cincinnati. SKF ball bear- 
ings are provided, with a spe- 
cial bearing to take care of 
the end thrust. This machine 
is equipped with a cup wheel 
7” diameter, and 1%” wall. 
The net weight is 155 pounds. 


HISHOLM-MOORE Hoist Corporation, Tonawanda, New 

York, has just announced the new “Cyclone” low headroom 
trolley hoist in % to 6 ton capacity. It is a combination of hoist 
and trolley, designed particularly to conserve headroom. The hoist- 
ing mechanism has 8 ball bearings and 4 roller bearings. High 
efficiency and reduced friction result from the use of an anti-friction 
bearing at each rotating point. Lubrication is by grease bath. 
The trolley has flangeless track wheels with four vertical guide 
rollers. Two Timken tapered roller bearings in each track wheel. 
Trolleys are adjustable for several sizes of I-beams. Combination 
safety lugs and bumpers. Exclusive, gyrating yoke feature keeps 
two-thirds of left gear in mesh. 


HE Hypressure 

Jenny, designed 
for industrial wet 
cleaning by the 
Homestead Valve 
Manufacturing Com- 
pany, Incorporated, 
Coraopolis, Pennsyl- 
vania, is a_ self-con- 
tained unit. A con- 
stant supply of hot 
water, delivered from 
its own heating coils 
and impregnated 
with the proper sol- 





vent is always available. The entire equipment is assembled on and 
made part of an all-steel four-wheeled truck; being portable, the unit 
can be transported with ease to wherever its service is required. The 
heating unit is a high pressure hot water vapor generator. The device 
is equipped with dual water and fuel pumps, functioning as metering 


devices. Throughout, it is automatically controlled. 
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Make your Valves 
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More and more users of valves and fittings are 
turning to Vogt Drop Forged Steel because of 
their proved economy of operation and upkeep. 






Whether for moderate or. high operating pres- 
sures and temperatures, absolute reliance can 
be placed in drop forged steel. 






The next time you need valves and 
fittings, specify Vogt Drop Forged. 


HENRY VOGT MACHINE CO. 


INCORPORATED 


LOUISVILLE, KY. 


Branch Offices: 
NEW YORK CHICAGO CLEVELAND DALLAS PHILADELPHIA 
, Manufacturers of: Drop Forged Steel Valves and Fittings, Oil Refinery Equip- 
ment, Water Tube and Horizontal Return Tubular Boilers, Ice Making and 
Refrigerating Machinery. 
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New Construction 








EW vibro-cast machines with spud attach- 

ments are being introduced by the Electric 
Tamper and Equipment Company, Ludington, 
Michigan, particularly for use on bridge deck and 
floor construction. The spud attachment consists 
of a semi-rigid handle attached by means of an 
ordinary rubber or canvas belt to the top half of 
the motor case, this handle enabling the operator 
to hold the machine without being subjected to 
its vibration. 





NEW centrifugal sump pump, the Cleco- 

Deming pump, bearing a number of exclu- 
sive features and specifically designed for general 
work requiring fast and effective expulsion of 
water, oil and other liquids, has just been pro- 
duced by the Cleveland Pneumatic Tool Com- 
pany, Cleveland. The pump is very compact 
with a low center of gravity that prevents it 
from being upset and has an oil reservoir capac- 
ity of unusual size. 


HE American 

Hoist and Der- 
rick Company, St. 
Paul, Minnesota, 
is introducing a 
new ‘‘American 
Gopher” shovel- 
crane - dragline, 
1932 model, in 
sizes 3% yard, 1 
yard, 1% yard, 1% 
yard and 13% yard, 
gasoline or diesel 
engine operated, 
with all the latest 
features of con- 
struction. 














HE W. A. K. column clamp made by the 

W. A. Kuhlman and Company, Toledo, Ohio, 
was designed to meet the demand for a light, 
strong clamp for concrete columns. It is 4x4 
inches in size and weighs 1% pounds. 





HE Lansing Company, Lansing, Michigan, is introduc- 
ing a new interlocking concrete chute, which is designed 
so that sections interlock and permit the assembly of 50 
feet without the use of staging or other support. The 


chutes can be assembled or taken apart in a very short 
time. 
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for delicate 


PUROX style 00 WELDING TORCH 


HEATING JOBS 


HE Purox Style 00 Welding Torch will do any 

light welding, soldering, brazing, or lead- 
burning job you give it. Its light weight and fine 
balance make it extremely useful in battery, radia- 
tor, dental and jewelry work. It can be used for 
hours without fatigue and is easily handled in 
small working space. 

A wide variety of gas combinations can be 
used with this torch: oxy-acetylene, oxy-hydrogen, 
oxygen and city gas, or compressed air and hy- 
drogen. A mixer and five one-piece, hard-drawn, 
copper tips are furnished for the combination you 
prefer. 

Moderate price and low operating cost make 
the Purox Style 00 Welding Torch a desirable 
addition to your shop equipment. It is sold sepa- 
rately or as part of the Purox No. 4000 Welding 
Outfit. Your jobber will be glad to show you either. 
Or, if you prefer, write us direct for further in- 
formation. 























The Purox No. 4000 Welding Outfit 
consists of: 
1—Style 00 Torch with Tips Nos. 1, 2, 3, 4 and 5, 
and Wrench 
1—Style 13 Oxygen Regulator with 50-lb. Gauge 
1—Style 33 Acetylene Regulator with 50-ib. Gauge 
1—Regulator Wrench 
10 ft. 44-in. Green Oxygen Tubing 
10 ft. %-in. Red Acetylene Tubing 
1—Spark Lighter 
1—Pair Spectacles 


i Se ee ee $42.15 
(Shipping Weight, 10 Ibs.) 
Purox Style 00 Welding, Brazing and 
Lead-Burning Torch with 
5 Tips and Wrench 


THE LINDE AIR PRODUCTS COMPANY 


Unit of Union Carbide and Carbon Corporation 


New UCC York 


WELDING AND CUTTING APPARATUS AND SUPPLIES 
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left, 


MERIDEN, 
N. ¥. OFFICE, 101 


A set screw and spring in the 
handle holds it wherever it is 


and does not allow it to 


drop down and pinch the oper- 
ators’ fingers. 


7 Superior Points 


No. 1. Swivel Base—360° 


grip- 


ping power. 


No. 2. Handle that stays put. 
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Care 
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THE CHARLES PARKER COMPANY 


CONN. 
PARK AVE. 






MASTER 


USTRY 
= "SO, 


My, 
at, 
‘eS 







VISE MAKERS 


MAKERS OF THE FAMOUS 
PARKER GUN 

















Gatring Standard 
Counterbore Sets. 


Do not in any way 
conflict with the 
line of tools you 
are now handling. 


Let us explain 
why. 


Gairing counter- 
bore and spot-fac- 
ing tools, available 
in handy sets, will 
put efficiency, 
speed and accu- 
racy into your cus- 
tomers’ tool room 
or machine shop 
work. Designed to 
give the greatest 
possible range with 
the minimum num- 
ber of individual 
parts, they will ef- 
fect definite econ- 
omies wherever 
they are used. 





-Gairing Stan 
Counterbore Sets 


Set the highest standard forspeed and accuracy in operation 


Will You Be One 


of the Few? 


To a comparatively small number of good progressive industrial 
distributors we are prepared to offer an unusually attractive 


plan for the sale of Gairing Standard Counterbore Sets. 


This 


plan includes exceptionally liberal distributor discounts, active 
sales cooperation and delivery of our counterbore sets from 


stock. 


You may be one of the selected few—if you are interested. 


Write immediately for details. 


OGo°e 
0066 
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THE GAIRING TOOL COMPANY 


DETROIT, MICHIGAN 


1629-37 La Fayette Blvd. 








(Continued from page 52) 
about the Committee Program, but, 
also, they are aiding materially in 
| getting new subscribers. 
Mitt Suppiies is thoroughly 
aware of the difficulties which R. M. 
Gattshall has encountered since as- 


| suming the managership of the Com- 
| mittee’s Central Office. Organization 


work is never easy, but it has been 
particularly difficult these last few 
months, due to existing conditions. 
The time Mr. Gattshall has had to 
work has been short and the times in 
which he has been working have been 


_ most trying. Yet, he is making steady 


PARKER VISES | 


| progress in the face of it all. New 


subscribers are being secured; some 
advertising is being done; a great 
industry is being welded more closely 
together than ever. What more can 
anyone ask? 








“Visitors Welcome” is the slogan of the 
Lombard Iron Works and Supply Com- 


pany, Augusta, Georgia. Boy scouts, 
school delegations and other groups fre- 
quently visit the big machine works of 
this company and carry away with them 
an impression that lasts for years. “Effec- 
tive advertising,” says R. A. Toole, assis- 
tant secretary of the company, who stands 
in front of the sign. 


Who’s Who 


(Continued from page 16) 
| hardware, and due to the large 


amount of building in this section, it 
has produced a very satisfactory 
volume. 

The distribution of brass, copper, 
nickle, bronze and aluminum is an- 
other big factor in volume, profit, 
and prestige. At present, a large 
part of the firm’s entire volume comes 
from these lines. They took the place 
of certain other lines, the sales of 
which were destined to fall off due 
to modern applications of electricity. 
Exclusive distribution on most of 
these metal lines also enabled the 
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Heavy-duty hack saw costs 


cut In ha lf sta, 


C/o. Yo V-d, 
Pi hes” this, eriten hacy 
OW every dollar you spend on De tig, Wty, "econ, ill 
h . tun; ” Nh, ° hacy omy 
eavy-duty hack saw blades will go vend’ pn ® vou 
4 . © u 2 O, u, 
twice as far with the new Victor Molyb- * Pre . hy ting? ee 
;, n 
denum Heavy Duty, Extra Value Blade. thering, Usa, Of 1p, Your 
; : : rng, Mts 4 lf; 
It will do anything that any hack saw ‘Onn ne fy, 
NM ~ 
blade can do—and saves about one-half “Wes, 



















the cost. e This new achievement in 
heavy-duty hack saw operation is pos- 
sible through the use of Molybdenum— 
an American mined metal costing far less 
than other alloys used in hack saw 
blades. e Victor again leads with this 
latest contribution to better hack saw 
values. The. new Victor “Moly” Blade 
is saving industry $500,000 annually. 
Are you getting your share of this saving? 
Order from your jobber NOW. 
Ask for the blade with the 


“gold” coating — coated 
for easy identification. 


MOLYBDENUM | 


HEAVY DUTY—EXTRA VALUE 


VICTOR SAW WORKS, Inc. HACK SAWS 


MIDDLETOWN NEW YORK 








MILL SUPPLIES 








More Cuts 
Per Dollar! 


with 


MARVEL 


High Speed Edge 
Hack Saw Blades 


The Most Telling Sales 
Argument You Can Use Today 


The superiority of 
Marvel Blades is quickly rec- 
ognized by industrial buyers. 
Fast-cutting, long lasting— 
guaranteed not to break, 
their remarkable perform- 
ance will sell your customers 
permanently _ in- 










suring a steady 
flow of profitable 


repeat orders. 


Unbreakable 


—heat treat- 
ed alloy steel 
back. 


Patented 
Electric | 
Weld | 


High Speed 
Steel 
—a genuine 
18% Tung- 
sten High Speed 
Steel Cutting Edge. 





“Positively Unbreakable’ 


The long lasting 
HIGH SPEED 
STEEL cutting edge 
welded to the tough, 
unbreakable back, 
form an UNBEATA- 
BLE COMBINA.- 
TION. 


Send for our circular and distributor 
terms. Get started now with this 


profitable line. 


ARMSTRONG-BLUM MFG. CO. 


“The Hack Saw People” 
353 N. Francisco Ave., Chicago, U.S.A. 








Tull Company to establish relations 
with many industrial plants, which 
would have been impossible with the 
ordinary competitive lines of indus- 
trial supplies. 

Away from business, Mr. Tull’s 
lobby is boys. He takes a keen per- 
sonal interest in them. For instance, 
he will select some boy who appears 
to have undeveloped capabilities and 
will give him a chance for success 
and good living that would never 
come under the environment in which 
he has been living. 


N interesting himself in some un- 

fortunate boy, giving him a chance 
he never hoped to get and watching 
him grow, Mr. Tull does not think 
of himself as a benefactor. To him, 
it is only a hobby. Just as some of 
us delight in raising better dogs or 
Howers, Mr. Tull gets supreme satis- 
faction in raising boys into better 
men. This same spirit of helpful- 
ness, of course, is reflected in his own 
business, and accounts in a_ large 
measure for Mr. Tull’s success as an 
industrial supply distributor. 


Demonstration Gets the Hoist 
Prospect on the Dotted Line 


(Continued from page 28) 


superintendent had determined to use 
the old hoists which had been lying 
around the plant for months. My 
demonstration, with particular stress 
on the fact that these old model 
hoists were not equipped with any 
safety device to prevent accident, 
finally induced him to try one of my 
hoists. I urged that he give it every 
conceivable kind of test to satisfy 
himself as to its adaptability to any 
job and its absolute safety under 
even the most careless handling. The 
success of the first hoist under actual 
working conditions induced this 
superintendent to order several more. 
In the course of time, I confidently 
expect that this particular plant will 
be entirely equipped with the chain 
hoists I am selling. 


EMONSTRATION seems to 

me to be the logical way to sell 
chain hoists, for only by demonstra- 
tion can industrial users be convinced 
that new equipment will result in an 
actual saving to them; and only by 
being convinced of actual savings, 
can most industrial buyers be induced 
to purchase equipment today. 








COURT 
DECISION 


on plastic 


rosin-core solder 


FULLY PROTECTS 
KESTER SOLDER COMPANY! 


Of interest to all users of solder 


HE Kester Solder Company, owners 

of the Ripley Patent No. 1,724,680 
granted August 13, 1929, covering Plastic 
Rosin-Core Solders, have successtully asserted 
their rights under this patent against two 
New York Companies. 


On August 13, 1931, Judge Robert P. 
Patterson, of the U. S. District Court, South- 
ern Division of New York, rendered an 
opinion holding the Kester patent valid and 
infringed by the Plastic Rosin-Core Solder 
being sold by the defendants, and the final 
decree states in part: 


eethat the plaintiff, Kester Solder 
Company, ts the lawful owner of 
the entire right, title and interest in 
and to said Letters Patent, includ- 
ing the right to sue and recover 
for past infringement thereof.) 


Judge Patterson’s opinion, findings of tact 
and conclusions of law should be of interest to 
all classes of solder users. Copies are available 
to those interested. 





The above patent is but one of a number of patents 
and applications for patent owned by the Kester 
Solder Company. All efforts to violate or infringe 
such patents will be vigorously prosecuted. 





KESTER SOLDER COMPANY 
4238 WRIGHTWOOD AVE., CHICAGO, ILL. 
Eastern Plant; Newark, N. J. 

Canada: Kester Solder Co. of Canada, Ltd., Brantford 
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Put Yourself in the Customer’s Place 











Hose Gets Hard Wear 
and Thermoid Hose Resists It 


Increasingly popular... in- 
creasingly profitable! Thermoid 
Moulded, Air, Water and Spray 
Hose. . . specially built to serve 
its special purpose well, long and 
economically. Thermoid also 
makes a complete line of wrapped 
hose for air, water, steam and 
suction use. 

















when considering 


Inermoid 


High Speed 


SQUARE EDGE 
BELT 


Easy to identify .. . quick to appreciate. 
Wouldn't you want the amber belt with 
the green edges? Wouldn't you want the 
Thermoid High Speed Square Edge Belt 
for greater flexibility and new freedom 
from slippage ... if you were a user, 
rather than a supplier of belting ? 


Mail the coupon now for the full facts 
about this new belt that is already 
adding to the prestige that the name 
Thermoid already enjoys. Let us send 
you a sample, too ! 


THERMOID RUBBER COMPANY 


Factories and Main Offices - TRENTON, NEW JERSEY 


Trenton, N. J. 
Gentlemen: 


i 
THERMOID RUBBER COMPANY, 
1 







Please send us further information on the 


Thermoid High Speed Square Edge Belt. 





Goulds Conducts Pump Sales- 
men’s Training Course 
HIRTY-EIGHT salesmen of 
the company’s eastern distribu- 
tors attended a three-day train- 
ing course in pump construction and 
application, at the main office of 
Goulds Pumps, Incorporated, Seneca 
Falls, New York, on February 1-3. 
The Course included a trip through 
the Gould’s factory, and explanation 
of pump manufacture covering con- 
struction features, working  princi- 
ples and applications of pumps to 
various jobs. Group meetings with 
various Gould’s department heads, 
concluded the course. 


x * x 


Simonds Publishes Cross-Cut 
Saw Catalog 

Simonds Saw and Steel Company, 
litchburg, Massachusetts, has just 
published a very fine Cross-Cut Saw 
catalog which is now ready for dis- 
tribution to the trade. This book is 
a well-printed catalog, and contains 
much valuable information for the 
user and buyer of saws. It illus- 
trates and describes the complete line 
of Crescent-Ground Cross-Cut Saws, 
Jay State Brand Cross-Cuts, Files, 
and “Red End” Hack Saw Blades. 
Copies of this catalog may be ob- 
tained by addressing Simonds Saw 
and Steel Company. 


* * * 


Kester Solder President Reports 
Satisfactory Year 

“We are pleased to report that the 
vear 1931 was very satisfactory, and 
we credit this more than 
anything else to our sustained adver- 
tising program,” stated Mr. F. C. 
Engelhart, president, the Kester 
Solder Company, Chicago. in his re- 
port to the stockholders at the an- 
nual meeting held February 15. “We 
look forward to the future with opti- 
mism. 


success 


In spite of the general falling off 
of all lines of business in 1931, the 
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Kester Solder Company maintained 
its volume and went ahead with its 
construction plans, increasing plant 
capacity in Newark and building a 
new plant in Canada. 

The officers of the Kester Solder 
Company were re-elected for 1932, 
with Mr. Engelhart continuing as 
president. This company is now 
going into its 34th year, and has 
established plants in Chicago, New- 
ark, and Brantford, Canada. 


* * * 


J. H. Williams and Company 
Issues New Catalog 

J. H. Williams and Company, 75 
Spring Street, New York, has an- 
nounced that the new twenty-first 
edition of their complete catalog is 
now ready for distribution. This at- 
tractive 216-page volume includes 
all of the recent additions to Wil- 
liams’ line of drop forgings and drop 
forged tools. 

* * 


New Printed Matter for the 
Victor Distributor 
The Victor Welding 
Company, San Cali- 
fornia, announces the issuance of 
new standard distributors’ price book 
sheets, a pocket edition catalog of its 
products, envelope 


Equipment 
Francisco, 


stuffers and a 





Two seasoned travelers. 
David R. Smith, district sales manager for 
the Wright Manufacturing Company, who 
covers seven states in the Middle West. 
With him is W. F. Breitschneider, who 
makes five states for the Norton Company. 


On the left is 


Both men have their headquarters at 
Geller, Ward and Hasner, St. Louis. 


Manufacturers Tell Us » » 


Of personnel changes, new sales plans, new literature, changes in 
quarters, new distributors appointed, and other facts of interest 








weekly “Victorgram,” an instructive 
letter to industrial supply salesmen 
on markets and product application 
of Victor products. All of this mate- 
rial is designed to aid Victor dis- 
tributors in the sale of welding 
equipment and to show them where 
sales can be made. 


*k * * 


Gears and Forgings Present 
Motor Data 

Complete descriptions and de- 
tailed chart information on motor- 
ized speed reducers of the planetary 
type are given in Bulletin D, recently 
issued by Gears and Forgings, Incor- 
porated, Cleveland. 


ok * * 


Stoddard Elected President of 
Greenfield Tap and Die 

At a recent Board meeting, Mr. 
Charles N. Stoddard was elected 
president and general manager of the 
Greenfield Tap and Die Corporation, 
(sreenfield, Massachusetts. He suc- 
ceeded Mr. Francis G. Echols, who 
retired after having been connected 
with the small tool business for over 
forty years. 

Mr. Stoddard, a Greenfield attor- 
ney, has served as general counsel 
and as director of the Greenfield Tap 
and Die Corporation since its incep- 
tion, and was its vice-president for a 
year prior to being elected president 
and general manager. He is a gradu- 
ate of Williams College, and has had 
long and varied experience in the 
financial and industrial fields. 


* * * 


SKF Announce Change 
in Personnel 

Mr. D. W. McAllen has been ap- 
pointed Supervisor of Distributors, 
and Mr. F. M. Crow becomes Assist- 
ant Supervisor of Distributors for 
S K F Industries, Incorporated, New 
York, effective February 1. Mr. Mc- 
Allen has been with the S K F or- 
ganization for practically ten years, 
during which time he has had broad 
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BELMONT is working 
We nat anly sue » conglete 100% 


line of high quality packings but 
we point out your markets and with the 


show you how and what to sell them ' ’ 
distributor 


on 





We do not believe in making “warehouses” 
of our distributors’ organizations. We are 
in business to make thoroughly good pack- 
ings and SELL them but, before you can do 
a 100% sales job, you must know where and 
how packings are used under all manner and 
kind of service conditions. 


packing sales 


Belmont’s Market Determination Plan has 
uncovered an amazing amount of informa- 
tion on the markets for packings which we 


pass on to our distributors and their sales- 
men. 


There is no guess-work in this plan — we 
KNOW who buys packings and how they 
use them and the next step is to show the 
distributors’ salesmen how to sell them. 


Belmont has the answers to all packing 
problems—they’re yours for the asking. 


The Belmont 92-P 
catalog shows a 
packing for every 








The BELMONT PACKING & RUBBER RCO. 
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experience in the distribution field 
and has proven himself well qualified 
to assume his new responsibility. 
During the five years Mr. Crow has 
been connected with S K F Indus- 
tries he has devoted his entire efforts 
along lines of distributor cooperation. 


K *K * 


New Republic Pipe Catalog 

A new catalog, describing the proc- 
esses of making Republic Electric 
Weld Line Pipe and Casing, has just 
been issued by the Republic Steel 
Corporation of Youngstown, Ohio. 
An authentic table of safe working 
pressures with various safety factors 
and tables showing weight, diameter, 
wall thickness and mill test standards 
are included. This catalog will be 
sent to interested parties who will 
communicate with the above named 
company on their business letter- 
heads. 

* * x 


New Boxes for Belmont Spiral 
and Coil Packings 
Belmont Packing and 
( ompany, New York, are now pre- 
pared to furnish orders for their 
spiral and coil packings in new, at- 
tractive, especially designed contain- 
ers. The boxes are blue in color, of 
metal edge construction, and bear 
the Belmont orange trade mark im- 
printed against the blue body of the 

box. 
x * * 


Electric Hoist Manufacturers 
Hold Annual Meeting 
The fifteenth annual meeting of 
the Electric Hoist Manufacturers’ 
Association will be held on Thurs- 
day, March 17th, 1932, at the Hotel 
McAlpin, New York City. E. Don- 
ald Tolles, secretary of the associa- 
tion, makes the announcement. 


* * * 


Mehlhope Joins Chicago Steel 
Sales Force 

J. F. Mehlhope, formerly Chi- 
cago district sales manager for Cen- 
tral Alloy Steel Corporation and later 
for Newton Steel Co., has joined the 
sales force of the Chicago Steel Serv- 
ice Co., warehouse distributors for 
Toncan Iron and Enduro Stainless 
Steels, products of Republic Steel 
Corporation. 

The Chicago company has recently 
remodeled and enlarged its offices 


Rubber 


and warehouse facilities and is ex- 
panding its sales force. Mr. Mehl- 
hope brings to his new connection a 
wealth of experience in the sale of 
special steel products. 


2 2 


Wagner Motor Bulletin 
Wagner Electric Corporation, St. 
Louis, has issued a loose-leaf bulle- 
tin sheet on type R G brush-riding 
repulsion-induction motors. A copy 
of the sheet will be gladly sent to in- 
quirers. Ask for Bulletin 173, Part 4. 





J. L. Roddy of the Standard Tool Com- 
pany, Cleveland, tells it with a smile to a 
man who can appreciate one. G. L. “‘Mac” 
McKewin, manager of the industrial sales 
department of Farwell, Ozmun, Kirk and 
Company, St. Paul, knows Roddy and the 
company he represents very well because 
the “Standard” line has been handled by 
“F. O. K.” for the past 44 years, and that 
is almost a lifetime relationship. 


Columbus-McKinnon Issues 
New Price List 

Copies of the new price list No. 28 
covering “CC” Iron Dredge Quality 
Sling Chain, manufactured by the 
Columbus-McKinnon Chain Corpo- 
ration, Tonawanda, New York, is 
mow available. The price list illus- 
trates and gives complete specifica- 
tions covering the construction of 
all styles of Hand Made Iron Sling 
Chain for all purposes. 


* * x 


Worthington Makes Personnel 
Changes 

A number of changes in personnel 
have been made in the Worthington 
Pump and Machinery Corporation, 
New York. Effective February 1, C. 
E. Wilson will act as vice-president 
in charge of industrial relations. Mr. 
Wilson began his career with Worth- 


ington in 1899, and for the past nine 
vears has acted as general sales 
manager. 

Clarence E. Searle, formerly with 
the Allis-Chalmers Manufacturing 
Company, has been appointed vice- 
president in charge of sales. 

William H. Baumes, who has been 
treasurer of the Worthington Cor- 
poration since 1918, has recently re- 
tired, at the age of 61, after a long 
and distinguished career. The re- 
sponsibilities of treasurer and gen- 
eral counsel have been assumed by 
Charles N. Barney. 

A. L. Prentice, who has had close 
contact with Worthington’s associ- 
ated interests in Europe, and is inti- 
mately acquainted with financial con- 
ditions abroad, becomes assistant 
treasurer, and Walter Lehman re- 
mains, as formerly, assistant treas- 
urer in charge of credits. A former 
member of the counsellor’s staff, 
Frank D. Talmage, has been ap- 
pointed assistant secretary. 


* * * 


Wire Rope Literature 
Published 

A comprehensive piece of litera- 
ture on Lay-Set Preformed Wire 
Rope has recently been published 
by the Hazard Wire Rope Company, 
Wilkes-Barre, Pennsylvania. It is 
entitled “12 Reasons Why 
Save Money with Lay-Set Pre- 
formed Wire Rope.” Copies of this 
interesting booklet will be mailed 
upon request. 


You 


* * x 


Tyson Engineering Manual 
Available 

Tyson Roller Bearing Corporation 
of Massillon, Ohio, has just pub- 
lished the second edition of an En- 
gineering Manual. It is a 26-page 
book containing essential information 
on the application of Tyson Cageless 
Tapered Roller Bearings. 


* * * 


Executive Changes at Goulds 
Pumps 

H. S. Fredenburgh, for more than 
twenty years connected with Goulds 
Pumps, Incorporated, Seneca Falls, 
New York, has resigned as secretary 
and comptroller of the company. 

Seabury S. Gould, second vice- 
president, also becomes secretary and 
succeeds the late William D. Pome- 
roy as a member of the board of 
directors. 
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Steer emer oe 











SCREWS 





°/Chrome- 
Mo-lylo-den-um 


/50% STRONGER 
hb 25 % HARDER 
than former ALLEN SCREWS 


This new, better screw gives our Jobbers the Allen answer to price-hysteria. 

Giving the buyer a much-improved product — at the price of the old —is giving 

VALUE in greater measure than selling the old product for less. The buyer's saving 

n screws that were scrapped, or broken in use, exceeds savings on price-cuts. It 
allows the Jobber tenga erve for industrial buyers the indis- 
pensable service of their supply houses. The Allen Company and its Jobbers stand together. 


THE ABREN MEG. ConpARY 


HARTrorD, Conn. UW. §.A. 
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Th 
Brush 


with a 


PROFIT 





**Mono- 
Bilt’’ 


Center 





Brushes for practically every industrial 
job! Better performance by every 
brush! These are the reasons for the 
salability and profitableness that make 
the MILWAUKEE Industrial Line so 
popular with distributors. 

The “MONO- 
BILT,” with its 
interchangeable 
center, enjoys a 
wide demand in 
industrial plants 
everywhere, be- 
cause of its effi- 
ciency and its 
many diversified 
uses on metal sur- 
faces. 

The “Steel Clad” 
wire wheel brush gets in narrow 
grooves and between the teeth of 
gears, and can be built up to 8 or 
10-inch thickness for brushing  sur- 
faces. 

Write today for Catalog No. 29 and 
complete information for distributors 
on MILWAUKEE bristle, fibre and 


wire brushes. 









“Steel Clad” 
Wire Wheel Brash 





MILWAUKEE 
MEANS “BRUSH EXCELLENCE” 


THE MILWAUKEE BRUSH 
MANUFACTURING Co. 


764-790 30th Street 
MILWAUKEE, WISCONSIN 
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| Salesman Sam Learns that Persis- | 


tency in Selling Pays 
(Continued from page 25) 
not been worked up to a fighting 
mood. 
With every call I try to find some 


way in which I can help this engi- | 


neer with some problem in his work. 
Often, I can use my picture book to 
advantage. 

You see each time I sell an im- 
portant job I take a photo of it and 


in time I have quite a book, showing | 


actual, practical demonstrations of 
our equipment in use. 


Then, too, in addition to the regu- 


lar catalog, I have a small one of 


my own that I have written myself. 


In this I include only lines that are 
apt to be sold in my territory, and 
special items that carry extra profit 
or are worth pushing intensively. 


And in my own little catalog I 


don’t merely clip out advertising 
copy of the manufacturers, I re- 
write their copy in my book in my 
own words, so that the book is a 


compact synopsis of the salient points | 


about a product. In a way, the book 
is like a speaker’s notes. 

Gradually I get this engineer guy 
sold on me and my line, although 


there is no direct result as yet. In| 


the next trip or two I figure on find- 


ing some item that our competitors | 
do not handle and then show the en- | 
| gineer that his plant cannot continue 


to function properly without it. 
Then out of a clear sky comes a 


R. W. Ellis, assistant manager of the Fed- 
eral Pipe and Supply Company, Fresno, 


California. His company specializes on 


pipe and steel. 















“BOSS” 


Female Coupling 
with I. P. T. 
Spud 


DESON 


Cadmium Plated 
_ Rust-Proof 
Hose Couplings 


Contractors and industrial 
users of hose demand 
“BOSS” Couplings because 
o£ their dependable per- 
formance—because they ob- 
tain greater efficiency from 
hose when attached with the 
“BOSS”—freedom from de- 
| lays due to faulty or leaky 
connections means much to 
_the man responsible for the 
conduct of a job, or plant 
where hose is used exten- 

sively. 
“BOSS” Cou- 
plings are sold 
for resale only 
— Distributors 
handling 
“DIXON”? 
Products are 
soundly pro- 
tected. 









“BOSS” 
I. P. T. Male 
Coupling 


DIXON 


VALVE & COUPLING CO. 
| PHILADELPHIA, PA. 
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veo DALATA sor 


FITS INTO 


YOUR SALES 
PICTURE 


e —— 
Views Balata Belting has a very wide — | 


range of adaptability for economically con- . AN | 
veying or elevating materials as well as for THE PL the industriel distributes 
—_— . ecognizes x B lata Be ting “ 
the transmission of power. fp solos policY thet por for Vitor Balatetor and his 
eer ” — ™ the \ogicé tion wi 
The distinctive characteristics of Victor + a - cooperati _ 
. ° y: pica 
Balata Belting are—its thoroughly depend- — fering product ond fg Frales OP” 
° ° ° Offering ft int ou ing: 
able quality; its resistance to weather, water, ' Sharts which POV. galata belting 
. . . . | cvortunities with y + ation data 
wear and deterioration, its sanitary factors P arket determination S47) 
° . i 3 | 2 Presenting = SUPPLIES Mas 
and its application to innumerable tasks | * fnontily in MILL oo 
. ° rf sé 7 t 
where other types of belting will not operate — fete sales manuels for YO" 
. ° comp 
efficiently or dependably. 3. Supply “aii 
$3 tion an 
° e . h protec t an 
NOW—Victor Balata Belting—made to | 4. Affording thoroud® ‘ally adequare 
- ° ° “ing distributors, Ye profit. 
meet specific needs—does not conflict with Maractive margin 
any other belting lines you may be carry- | HE LINE— = 
. ° ° ° 5 solid d 
ing. With Victor Balata Belting you open T sue bast “ZERO ngentor TRE «mH 
. Beltins— 0 d eleva’ g | 
up avenues to new and greater business; you Viet gad Whine “water eae interwove 
eying af —sa my “pennter’ nsmiss id 
have a belt that fits, exactly, the needs of Groot attend a fortnd Belting Meragar meat and S| 
e BUT prick. laY oi as for tions. \ 
your trade all the way from candy factories Brandt pone : pan conveyer, Bellet 
Wy indus iting— Packa inner-stitene® o° ma- 
to stone crushers. | Neut-nite’ comment, ima Belk wOvER Sing all EY ° | 
the latest oo ion such as terials. 4 
™ ¢ abras el, ete her an 
The Victor Balata Plan not only shows you tock. sand an patting — SF citer” Enel Segatructd with 
. . ° ‘i gtite ing. Re : Tractor d bias ‘ap- 
where this business is but how you can sell it grivine, and ctrpruttural Wy: the moras 
. | men conveyors | 
most effectively and profitably | ee. _— 
1 | dling. 


| —— 


VICTOR BALATA & TEXTILE BELTING cO., 38 Murray Street, NEW YORK 
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SHALLOW 
WELL 


DEEP 
WELL 





MYERS 


POWER PUMPS 


Today, more than ever 
before, pump values are 
determined by pump per- 
formance. The cost of 
water in terms of one 
thousand gallons is the 
standard measure of all 
comparison on which the 
adaptability of Myers 
Self-Oiling Power Pumps 
,to many pumping duties 
Mis based. 











More water at lower 
operating cost over a 
longer period of years in 
countless installations is 
worthy of close investi- 
gation on the part of 
anyone who is interested 
in economical and de- 
pendable power water 
service. 


Our Engineering Department 
will be glad to offer sugges- 
tions. Catalog and informa- 
tion mailed promptly on re- 
quest. 


TheF.E. My ers &Bro.Co. 


Pumps - Water Systems 
Hay Tools— Door Hangers 




















Saves hundreds of dollars 


over hand-filing costs 


In scores of America’s leading 
factories saws are kept in better 
condition than ever before and 
filing costs have been reduced 


hundreds of dollars annually by the 4 


FOLEY 2:32 SAW FILER J 


This precision machine does away 
with human errors and inaccuracies, 
files saws better than expert hand fil- 
ing—with every tooth exactly uniform 
in size, height and spacing. Such ac 
curacy and sharpness is equalled only 
by the best brand new saws. 

This one machine joints and files all 
saws—cross-cut circular saws 3 in. to 
24 in. diameter; band saws ‘4 in. to 
4% in. wide with any hook; all kinds 
f hand saws. 

Our 3-day Free Trial increases sales. 
Write for complete information and spe- 
celal discounts for industrial distributors. 


FOLEY MANUFACTURING CO. 


46 Main St. N. E. MINNEAPOLIS, MINN. 



















Wm. M. Gailliard, city salesman for Harry 

P. Leu, Incorporated, Florida, uses his tire 

cover to do some real outdoor advertising 

éf his company’s name and line of 
business. 


big shake-up in the Higley Company. 
The old fossil of a “P. A.” is out 
of the picture and in his place is a 
former road salesman. 

Poor old Barkwell comes in for 
his weekly Monday order and the 
young lady doesn’t have his weekly 
list of requisitions prepared. She ex- 
plains that he must see Mr. Newman, 
the new purchasing agent, about any 
orders. Barkwell is a bit put out over 
this delay but he retains his dignity. 

“Tam Mr. Barkwell of the Winton 
Company,” he says. “Being a new 
man here you probably don’t know 
that it is customary to have a list of 
supplies made out for me every 
Monday morning.” 

“Most interesting,” says Mr. New- 
man, “But why is this the custom?” 

“My dear man,” Barkwell informs 


ae 





ot 
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J. H. Peterson has seen many changes in 
the application of products sold by his 
company, the W. S. Nott Company, 
Minneapolis. He has been there 30 years 
and during the last 10 has worked the 
industrial trade in St. Paul. 
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WRIGHT ARMY TYPE TROLLEY HOIST aaa mare 
DESIGNED FOR LOW HEADROOM 














VERY outstanding feature of the well-known : “Sa, 
Wright High Speed Hoist and Wright Timken , oI 
Roller Bearing Trolley is combined into one unit 5 


... to save headroom and provide compactness. g ¥ 






- 


Distributors Serve Industry Economically. 
There is a Wright Distributor nearby. 


WRIGHT MANUFACTURING COMPANY 
General Sales Offices: York, Pa. 


An Associate 
Company 
of the 
American Chain 
Company, Inc. 
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lL , THE THOROUGHBRED OF HOISTS A 
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MABB’S 


CHICAGO RAWHIDE 
HYDRAULIC PACKING 


Will Increase Your 
‘‘Repeat’’ Orders 


When the customer buys Mabb’s Chicago 
Rawhide Hydraulic Packing, he is paying for 
an all-lubricant material—nothing to be dug 
out and thrown away. It is tough and durable 


and can be replenished by simply adding 


fresh layer on top as required. Made of genu- 
ine Mechanical Rawhide leather, retaining the 
natural oil and containing no foreign substance 





Self-Lubricating 
Anti-Frictional 


to cut rods, cylinders or plungers, Mabb’s 


Packing is the most economical and 
generally satisfactory hydraulic packing. 





Made of “CHICAGO RAWHIDE” Fulled Leather 


A Complete Line of 
Mechanical Leather 


Products for Distributors 


Leather Packings and Gaskets, Leather Belt- 
ing, Belt Lacing, Twisted Rawhide Pins, 
Rawhide Mallets, Hammers and Mauls, Raw- 
hide Gears and Pinions, 

Leather Cups, Hand Leathers, 
The 


CHICAGO RAWHIDE 





MANUFACTURING CO. | 
CHICAGO, ILL. 





1301 ELSTON AVE. 
































SELL 








For SALES and PROFITS 


Dart Union Sales Points 


Require no re-packirg because of 
the Bronze-to-Bronze ground joint 
principle. 


The heavy malleable iron nut and 
pipe ends do not stretch or crack. 
Require no attention once they are 


in place in the pipeline. 


Have all the good points of all- 
brass, 
stretching—all the good points of 
all-iron without the danger of rust- 
ing at the joint. 


DART 
UNIONS 


E. M. DART MANUFACTURING CO., Providence, R. I. 


Sales Agents: The Fairbanks Company, New York, and at All Branches 
Canadian Factory: Dart Union Company, Ltd., Toronto, Canada 


without the possibility of 


Tees-Ells 
Unions 
Screwed-Flanged 














him in the manner of a patient in- 


| structor in a school for backward 


children, “I was probably serving this 
company before you ever even heard 


| of it.” 


“Oh yah?” Newman cracks back, 
not at all impressed, “Well, I’ve been 
with this company 20 years, most of 
the time on the outside sales force. 
To be frank, I am here because it 
was felt that a man was needed for 
this position who understands the 
policies of the company and yet at 


| the same time has a fresh, unbiased 


Friction Leathers, | 


outlook. You will, of course, wel- 
come an opportunity at this time to 
explain why our company is justified 
in favoring you with its business.” 
This just about floored Barkwell 
on account of his not being used to 
selling, but he did manage to talk off 
a few glittering generalities about 
the responsibility of the old estab- 
lished firm he represented and the 
service it was capable of rendering. 
Then Newman thanked him for the 
sales talk and asked him to call 
again, which in plain English means 
to go away and leave him alone. 


HEN Newman takes a walk out 

to the plant where he sees jake 
and I arguing over details on the lay- 
out of a speed reducer that is pro- 
posed for one of the wire drawing 
machines. 

Jake introduces us and in no time 
we are like a couple of dub golfers 
at the 19th hole. This fellow likes 
to know why, and I am ready to tell 
him. He likes the way I am helping 
Jake and he likes the way I discuss 
the needs of his plant, and why it 
should be operated more efficiently 
through the installation of certain 
items I recommend. 

I don’t tell him anything about 
service. I give it to him. I don’t 
say a lot about the responsibility of 
the company I am with, because ex- 
perience tells me that if you can sell 
vourself to the buyer, he will assume 
that you are with a first-class com- 
pany. 

The result of this meeting is a 
good comfortable three-hour session 
during which the three of us work 
out a lot of ideas for the benefit of 
the Higley Company—one of the 
most important being the resolution 
to purchase most of the supplies 
from none other than your humble 
servant.. 

The moral of this incident if you 
like morals (Continued on page 86) 
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_ SPEED REDUCERS 


contains the correct type for every kind of drive 


It is to your advantage to 
be able to fulfill all your 
customers speed reducer 


, Pl T 
requirements for Right Angie Drive 





Worm Gear Type 
oe N SOME DRIVES, the worm type speed 
reducer serves best...on others, the 
planetary type is most efficient . . . still others 
demand the herringbone type of speed reducer. 
No one type of speed reducer will fill the bill 
on all kinds of drives. Can you offer your 


customers the most efficient types of speed go te ies 





Two-Speed Type 


, ‘ . 
Gan Watton tolee reducers for all their requirements : 


The G&F distributor has the advantage, for he 
can offer the correct type and size of speed re- 
ducer for every application. This advantage is 
one of your advantages when you handle the 





G&F line. 
i ‘ Pl T 
The G&F line now contains the famous Falk Cor Sualaa Ula eine 
Planetary T Flexible Couplings which provide an additional 


for Vertical Drive source of profit for G &F distributors. 


Now is the time to tie up with G& F—a repu- 
table organization which offers you a complete 
line, plus a constructive plan for selling power 
transmission equipment on an intelligent and 
Worm Gear Type profitable basis. 


Falk Flexible Coupling 
for Vertical Drive Sectional View 


GEARS ann FORGINGS, INC. 








National Distributors of Falk Flexible mt 


GENERAL OFFICES: 3154 WOODHILL RD., CLEVELAND, O., U. S. A. 
District Offices: Chicago, Pittsburgh, Detroit, Buffalo, NewYork, Indianapolis 
Factories: Cleveland, Chicago, Ford City, Pa. 
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Carbon-free Valves - Timken EE = 











Bearings - Centro-ring Oiling 


and lower prices inrelation toca- 
pacity are some of the outstand- 
ing accomplishments of the new 


Curtis Model “C”’ line of two- 


and four-cylinder compressors. 


Design of head eliminates 
excessive cooling, which causes 
carbon precipitation. Peak pres- 
sure and temperature of com- 
pression kept so low that there 
is veo te no evaporation of 
oil on piston and cylinder walls. 


Made in V-Belt and Direct Drive, Stationary and Portable Types 





Large diameter, short intake 
passages, oversize ports, straight- 
line air flow, and cooled air in- 
take also greatly increase capac- 
ity of compressor. Timken bear- 
ings assure longer life with easy 
adjustment. Centro-ring oiling 
provides controlled lubrication. 

New illustrated folder gives 
full details. Write the Curtis 
Pneumatic Mchy. Co., 1928 
Kienlen Ave., St. es Mo. 
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CURTIS. 


[ 
4 


‘4 rane G. COMPRESSORS. 











CURTIS I-BEAM 
AIR CRANE 


Has 10 to 40-foot span, 
¥% to 10-ton capacity. 
Roller bearing, easily 
handled. Requires no 
special operator ; success- 
fully operated by any 
workman, especially 
with Curtis Air Hoists. 





CURTIS 
1-BEAM TROLLEY 
Has large wheels, roller 
bearings, self-equalizing 
frame and other features 
to make it unusually 
easy running, 


CURTIS 
AIR HOISTS 


Cost one-fifth that of 
other power hoists and 
practically no more than a 
chain block. Aside from 
economy, Curtis simplicity 
offers endless advantages 
over complicated power 
hoists, Simple abuse-proof 
construction—can be han- 
dled by ordinary labor—no 
costly production interrup- 
tion from hoist failure. 
Proof against destructive 
atmospheric conditions. 
Practically no service for 
years at a time. One-half 
to 10-ton capacity, 








CURTIS 
PAINT SPRAY 
COMPRESSOR 


Sizes 4 to 5 h.p. 
Single or two-stage. 
Automatic control. Rec- 
ommended by leading 
manufacturers of spray 
guns. Centro-ring lubri- 
cation prevents clogging 
of filters, minimizes 
chance of lubricating oil 
getting into air lines to 
ruin the paint job. 


as 
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A general view of the Francey 
quarry. In the right fore- 
ground is a runway which 
carries the stone to the crush- 
ers. In the background are two 
electric shovels, the one on 
the right being reconditioned. 
These two long conveyors are 
used for carrying the material 
“through the mill.” 











CT is company 


has set itself up to handle 
all ty pes of construction 
equipment work. It sim- 


ww 36 rete” INO Job Is Too Big 
size or intricacy 
for Us to Tackle 


W E believe there is no job too big or too com- By W. M. SCHNELLER 





plicated for the construction equipment dis- Secretary, Boehck Equipment Company 
tributor to handle, provided, of course, that he Milwaukee 
has a balanced set-up as regards sales and engineering. 
There may be cases involved where the 
machinery in question is intricate in make-up 
and where factory help is indispensable. 
However, the distributor should equip him- 
self to figure all installations and think big 
at all times, welcoming every chance to 
tackle the most difficult jobs. 

The prospect for construction equipment 
machinery may be an expert in turning out 
his own product, but he cannot possibly 
retain enough knowledge of machinery in 
general to order complete equipment as he 
would order a few small parts over the 
telephone. Hence, he welcomes suggestions 
as to the type of equipment which will best 
suit his purpose. (Continued on page 84) 


A piece of stone the size of a nail keg is 
ground up like chalk by this powerful rock 
crusher. 
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This shovel was already on the job when the com- 
pany was called in. It is being reconditioned. 


Right: One of the two new electric shovels sold on 
this particular job in operation. 


An example of such an installation came up a 
short time ago when we were called upon to 
figure with a coal, stone and supply company of 
this city. The job in question had to do with tht 
working of an immense stone quarry and of 
course the handling of unlimited quantities of 
material. There were no specifications. We 
simply conferred with the heads of the firm and 
showed them that we could furnish the kind of 
engineering service which would insure an instal- 
lation that would do the work efficiently and 
without delays or breakdowns. Because we had 
studied this company’s problem and had a thor- 
ough knowledge of the work to be done, we not 


84 


These two long conveyors are 
used for carrying the material 
“through the mill” 


only sold all the equipment, 
but had entire charge of 
the installation. 

On this job we sold and 
installed the following 
equipment: 3 conveyors, 
two of them averaging 400 
feet in length ; 2 rock crush- 
ers; one 2-yard tilting con- 
crete mixer; 1 cement ele- 
vator; 1 concrete bin; 2 
electric shovels and 1 large 
crane for re-handling ma- 
terial. We also secured the 
work of reconditioning an- 
other electric shovel which 
was already on the premises. 

The job referred to above 
is not an unusual one for 
us. Other installations which we have handled, 
under the supervision of R. E. Boehck, president 
»f our company, who is a consulting engineer with 
16 years practical experience, include the com- 
plete designing and equipping of the State 
Washed Sand and Gravel Company; and the 
complete redesigning and equipping with a 400 
horse-power Diesel engine, new crushers and 
other equipment of the G. D. Francey Coal, Stone 
and Supply Company. This latter job was done 
approximately eight years ago and all the units 
are still in operation. 

Every large installation completed by a dis- 
tributor, where he has prescribed satisfactorily 
for the needs of the customer, adds greatly to his 
prestige and at the same time not only strengthens 
his hold on that particular customer, but aids 
him in selling other prospective buyers as well. 
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| ast month you read how Frazee C. 


Bentley of E. A. Kinsey Company, Dayton, 


ta 


és. Al-Lites* in 30 weeks. 
This outstanding sales success was due 


mainly to demonstration of ‘Wy new, 





revolutionary product... Demonstration of 


¢ 
AS 


A new features of A\l-Lite 
Y \\\I 
helped Bentley Arouse Attention, Incite 


the many 


OH 
} 
Sen 





Interest, Create Desire, obtain f AB con- 


A 


viction and get the order! 








DISTRIBUTORS SERVE INDUSTRY ECONOMICALLY 


CHISHOLM-MOORE 


CHAIN HOISTS ELECTRIC HOISTS 
CRANES 











TROLLEYS 


CHISHOLM - MOORE HOIST CORP. 
TONAWANDA, N. Y. 


(Division of Columbus-McKinnon Chain Corp.) 


sales features no one hoist can match. 





86 


MILL SUPPLIES 





FOR 


RESALE 
ONLY. 





HE guess-work as to cus- 

tomer acceptance and de- 
pendable service is all left out 
in the making and selling of 
Linear Packings. 


Linear produces packings for 
every known service—water, 
air, steam, oil, gas, ammonia, 
acids, etc. They are sold for 
resale only with your own 
name or brand, as you desire. 
You suffer no grief nor com- 
petition from your source of 
supply — and receive 100% 
selling cooperation, too. 




















DESMOND 


Grinding Wheel Dressers 
and Cutters 





The Desmond Hex Dresser 


Our ability to furnish the correct 
dresser and cutter for dressing 
any grinding wheel has led users 
of grinding wheels to consider 
the Desmond line as the standard. 
We manufacture every type of 
Dresser and Cutter to meet every 
requirement of your customer 
May we send you our new price 
sheet? 


Write for new catalog sheets on Dressers, Cutters and Vises. 


The Desmond-Stephan Mfg. Co. 


URBANA, OHIO 








SIMPLEX 


Steel Slide 


The Solid Steel Slide in the Sim- 
plex Combination Pipe Vise 
makes this vise stronger than sim- 


ilar vises with cast iron slides. 
All Simplex Vises are built with 
solid steel slides and other im- 
proved features that make them 
stronger and more economical. 











(of our 


Who’s Who 
(Continued from page 80) 
is “never sit back and rest, because 
you have a firm sold; and selling a 
firm is more than selling the pur- 
chasing agent. It means having 
everyone, from the president down 


| to the night watchman, believing you 


are a good fellow, with the finest line 
of goods in the world.” 


Distributors Voice Approval of 
New Catalog and Directory 


By E. J. McOSKER 
Editor and Manager, Mill Supplies 
Catalog and Directory. 


ISTRIBUTION of the 1932 
edition of the Mill Supplies 
Catalog & Directory has been en- 
tirely completed. Now, to the best 
knowledge and belief, a 
copy of this buyers’ guide is in the 
hands of every industrial distributor 
in the United States and Canada. 
From every section have come letters 
from distributors, commenting most 
favorably on the new edition. These 
comments, in most cases, even exceed 
the hearty approval which character- 
ized letters received when the first 
edition of this book, under its new 
and improved form, was published in 
September, 1930. 
Some of the comments from dis- 


| tributors are as follows: 


“Upon oyr preliminary examina- 
tion of your 1932 edition of the 
Mill Supplies Catalog & Directory, 
we have found it to be much im- 
proved over the last edition, and 
we especially find useful the manu- 
facturers’ catalog section, as there 
are many things listed therein on 
which we do not have catalog and 
other information. We have placed 
this directory on our desk, and will 
refer to it very often.”—S. M. Locke, 
purchasing agent, Nashville Machine 
and Supply Company, Nashville. 

* = © 

“T have gone over this book very 
carefully and want to congratulate 
you on it. It is well arranged, con- 
tains valuable information, and the 
simplicity of the quick reference is 
certainly fine. I know I will find 
occasion to refer to it often.”—H. J. 
Gasper, sales manager, Pittsburgh 
Gage and Supply Co., Pittsburgh. 

x * x 

“This is a very complete and valu- 
able catalog, and contains a wealth 
of important information which wil! 


_be found very useful.”—H. V. Wat- 


Wa 


Pee oP 


per 


a il 


—_ ome eee 


XUI 


MARCH, 1932 MILL SUPPLIES 








t For Your Convenience 


The following manufacturers have ve sented buying inform ation 


Md 4 on their lines in the Manufacturers’ Cata log Section, 1932 “_ om, 
e MILL SUPPLIES CATALOG & DIRECTORY. This ‘thas been 
done to make your ordering job quick, easy and as ec oaen nical 

* as possible: 


Acme mg ony Sowrne & Flooring Co. 
Advance Car Move 
Advance Packing Hi Supply Co. 
The Air-Way Pump Co. 
o . m Akron Metallic Gasket Co. 
The Allen Mfg. Co. 
or \WJulc uying information Allis-Chalmers Mfg. Co. 
American Injector Co. 
American Saw & Mfg. Co. 
Appleton Car Mover Co. 
Armstrong-Blum Mfg. Co. 
a Bros. ng Co. 
. C. Atkins & \. 
Refer to the Beltonie Products Co. 
Otto Bernz Co., Inc. 
WwW. B. & J. E. Boice 


MANUFACTURERS’ CATALOG The" Buchaye rast ia. Co 


Buffalo Forge 

Buffalo Meter Co. 
SEC I ION re A. W. Chesterton Co. 

Chicago Watchman’s Clock Co. 

Chicago Wheel & Mfg. Co 
The Cincinnati Tool Co. 
Clizbe Bros. Mfg. Co. 
Allan J. Coleman 


1 93 > Edi ti The a —— . *. Co. i 
The Columbus Anvi orging 
1 10n E. M. Dart Mfg. Co. 
Desmond- Stephan Mfg. Co. 
The Diamond Rubber Company, Inc. 


The Duff-Norton Manufacturing Co. 
Dumore Mfg. 


Co. 
The Eiermann Floor Scraper Co. 
Excelsior Leather Washer Mfg. Co. 
The Fairbanks Co. 
Foote Gear Works 
Ford Chain Block Co. 


CATALOG & DIRECTORY || tists ‘te 


Goulds Pumps, tnc. 

Grobet File Corp. of America 
R. G. Haskins Co. 

Hettrick Mfg. Co. 

Hollands Mfg. Co. 

The Imperial Brass Mfg. Co. 


In the Manufacturers’ Catalog |} ivies.rsh ‘aes Sto 
° The Joyce-Cridiand Company 
Section, many manufacturers Seg 


: have provided you with com- || iss" * 


The. Manhattan Rubber Mfg. Div. of Raybestos-Manhattan, Inc. 
Manheim Mfg. & Belting Co. 


plete and accurate catalog in- || Hsia" 


Morgan Vise Co. 

Nason Manufacturing Co. 
formation on their lines. This |} ¥52e"cemtier’és, 
Penberthy Injector Co. 


handy information will facili- | Ke iecw 
David idge Toot ied 


tate your buying activities im || Si) Bers fone oe 


Sarco Company, Ine. 
The Wm. Scholihorn Co. 


1932. It will eliminate delays | Borin. 
The Standard Electrical + oy By, icago 


in ordering. It will cut down || #7eissces. 


Sterling Wheelbarrow Company 
Superior Flake Graphite Co. 


costs for telephone calls, tele- | Seisfemen..., 
. - The Toledo Pressed Steel Co. 

| grams and letters of inquiry. || Weussarieecierstinee 
P. Wall Mfg. Supply Co. 


Get the habit of using the Man- Tie Webnter and Weller Mfg. Companies 
° hh 

ufacturers’ Catalog Section at |) Sanate'surte 

Yost Manufacturing Co. 


every opportunity. Remember that the manufacturers who have prese! 








exhibits in the MILL SUPPLIES CATALOG & Dinecrony 
have, in large measure, ma de it financially possible for 
= we ide you with this book free ot a oan you. Th . 
+ yur support. 


Muiitt Suppiies CATALOG & DIRECTORY 
520 N. Michigan Ave. Chicago, IIl. 


Published by MILL SUPPLIES, “The Magazine of Industrial Distribution” 
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Factory and Industrial 











C) Management 


e 





¢ 

















These manufacturers who sell through distributors 
are advertising in 


MAINTENANCE ENGINEERING 


Read by maintenance superintendents, plant engineers, master mechanics, 
chief electricians, etc. 


Allis-Chalmers Mfg. Company Goodrich Rubber Co., B. F. Rockwood Mfg. Company, The 
American Blower Corporation Houghton Company, E. F. Rockbestos Products Corp. 
American Fixture Company Irvington Varnish & Insulator Co. Roebling’s Sons Company, John A 
American Pull Co., The Kester Solder Co. S.K.F. Industries, Inc 

oe Keystone Lubricating Co — : 
Black & Decker Mfg. Co. Mf Sigg . Standard Pressed Steel Company 

Leland Electric Co. 

Bussmann Mfg. Company Lincoln Electric Company, The Thermoid Rubber Company 
Colt’s Patent Fire Arms Mfg. Co. Linde Air Products Co., The Thompson Electric Company, The 
Cutler-Hammer, Inc. Link-Belt Company Timken Roller Bearing Co., The 
Dayton Rubber Mfg. Company Mica Insulator Company U. S. Gutta Percha Paint Co. 
Diamond Chain & Mfg. Co. Monitor Controller Co. Van Dorn Electric Tool Co. 
Diehl Mfg. Company Morse Chain Co. Wagner Electric Corporation 
Dixon Crucible Co., Joseph Norma-Hoffmann Bearings Corp. Westinghouse Lamp Company 
Fafnir Bearing Company Ohio Valley Pulley Works, Inc. Whitney Chain Co. 
General Cable Company Philadelphia Gear Works Wing Company, L. J. 
General Electric Co. Reeves Pulley Company Wood's Sons Company, T. B. 
Gilmer Company, L. H. Republic Rubber Company Worthington Pump & Mach. Corp. 


FACTORY and INDUSTRIAL MANAGEMENT 


Read by general managers, general superintendents, works managers, 
superintendents, etc. 


Alemite Corporation Ford Chain Block Co. Propellair Company 
Allis-Chalmers Mfg. Company Gates Rubber Company Quincy Compressor Company 
American Blower Corporation Goodrich Rubber Co., B. F. Reeves Pulley Company 
American Cable Co. a Company, E. F. Republic Rubber Co. 

- " yatt Roller Bearing Company me 
American Engineering Co. Independent Pneumatic Tool Co. Richards-Wilcox Mfg. Company 
American Steam Pump Company Jeffrey Mfg. Company, The Rockwood Mfg. Company, The 
American Well Works, The Keystone Lubricating Co. Roebling’s Sons Company, John A. 
Armstrong Bros. Tool Co. Kester Solder Company Rundle-Spence Mfg. Company 
Bassick Company, The Lincoln Electric Company, The Service Caster & Truck Co. 
Buffalo Forge Company Marion Malleable Iron Works Shepard Niles Crane & Hoist Corp. 
Bussmann Mfg. Company Monitor Controller Co. Spencer Turbine Co. 
Clipper Belt Lacer Company Morse Chain Company Stanley Works 
Curtis Pneumatic Mchy. Co. New Departure Mfg. Co. Swartwout Company, The 
Cutler-Hammer, Incorporated Nitrose Company Thermoid Rubber Company 
Dayton Rubber Mfg. Co. Norma-Hoffmann Bearings Corp. Timken Roller Bearing Co., The 
Deming Company, The Norton Company U. S. Gutta Percha Paint Co. 
Diamond Chain & Mfg. Company Ohio Valley Pulley Works, Inc. Veeder-Root, Inc. 
Divine Bros. Co. Osborn Manufacturing Co., The Wagner Electric Corporation 
Dodge Manufacturing Corporation Porter, Incorporated, H. K. Yale & Towne Mfg. Co., The 


MIAINTENANCE ENGINEERING 


FACTORY and INDUSTRIAL MANAGEMENT 


McGraw-Hill Publishing Company, Incorporated 
330 West 42nd St. New York City 








MARCH, 1932 MILL SUPPLIES 89 


PLANT ENGINEER said 


“I did *phone our mill supply dealers after the breakdown, 
but they didn’t have the right size in stock. We used the long 
distance ’phone and got an express shipment. Of course 
we paid a lot, but I had to have it next morning, didn’t I?” 





The Industrial Distributor said: 


“More trouble! There goes another piece of business. I 
wish that some wizard would come along and show us how 
to keep exactly the stock that the plants here want without 
getting into trouble with the bank.”’ 


* 


y:: industrial distributors are of 


course even more familiar with pres- 


You can undoubtedly uncover items 
which you can profitably add to your lines. 


ent day buying practices than we. But we ' , 
4 ; You can adjust your stocks and concen- 

have just completed a survey of plant buy- . ‘ , 
' 7 ' . trate on these lines, sizes, weights, etec., 

in oractice in several cities and were : ss 
& that your own check shows will be in ac- 
greatly impressed with the shortage of , 
: : : tual demand — and what you find may 
stocks of mill supplies and specialty items , 
’ surprise you. 

in the stock rooms of manufacturers. As 


a result of this, orders are being placed to Finally you can well review the list of 


be filled “Day before yesterday.” Buyers manufacturers from whom you are pur- 


are trying to buy locally and in small chasing. Concentrate on those who are 


City 


XUM 


quantities, products that they frequently 
bought direct. But, unfortunately, dis- 
tributors themselves are frequently unable 


to fill the orders out of stocks. 


Mill supply houses are going to have 
an opportunity that may not come again 
for some time to demonstrate the value of 


their service. 


No wizard is coming along to tell you 
how to get ready but there is a lot you can 


do yourself. 


Your salesmen can call on each of your 
customers and get them to make a real 
study of their early needs. Our survey 
shows that many will welcome this sug- 


gestion. 


Plants are beginning to worry about 
where they will turn for prompt service 


when business has an upward spurt. 


able to back you up with the same kind 
of service that you offer. The manufac- 
turers listed on the page facing are using 
aggressive advertising to get to the men 
behind the scenes who actually decide how 


the order should read. 


MAINTENANCE ENGINEERING has just 
printed a PLANT SURVEY CHECK SHEET 
that shows a new way to get the informa- 
tion that you want from your customers. 
You may have this check sheet free 


promptly by mailing the coupon. 


Pes eees es eee eee see ee eee eee sees eeeeeeeaeee2 
4 

: Maintenance Engineering (att C. D. Temple), 

€ McGraw-Hill Building, 

1 330 West 42nd St., New York City. 

. Send me promptly a free copy of the new business 
: check sheet. 

a 

: WI oe 55 ooo. o.oo gneiss we) bias euelo.nlans aie oun pualene ple a 

' 

: oe eee ECL CLT ee Ce Th 

' 

5S MII io occa cccdncaerenanceesenensebauees 
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DISTRIBUTORS 


HERE IS A FAST SELLING 
AND PROFITABLE 
LINE 


Ball Bearing 
Portable Electric 
Blower 








Order 
one on 


10 DAYS 
FREE 
TRIAL 


The new “Marvel” Model 
No. 2 Air Cooled Ball 
Bearing Blower outfit for 
$45 list. Designed espe- 
cially for all classes of 
industrial use and in big 
demand by your custom- 
ers for blowing dust and 
dirt out of machinery, 
motors, generators, 
switch boards, looms, etc. 
Liberal profits and fast 
turn over. 
Model No. 


3 Sells for 
$60.00. 


Electric 
Blower 
Company 


352 Atlantic Ave., 
Boston 9, Mass. 








GROBET 
ROTARY 
FILES 












We now 
offer the new 
Grobet Swiss 
Rotary File, made 
by the makers of the 
famous Swiss Files of the 
same name, that have es- 
tablished world fame for the 
last century. 

These rotary files and rasps 
are made in hundreds of differ- 
ent sizes and shapes to meet 
every condition and requirement. 

We have a stock of all shapes 
and sizes on hand, including 
many new cuts and styles. 

Let us send you our new 
Catalog R. K. 





GROBET FILE CORPORATION 
OF AMERICA 
3 Park Place, New York City 











erman, president, Hendrie and Bolt- 
hoff Manufacturing and Supply 
Company, Denver. 

* * * 

“We find this directory very handy 
and a great help to us.”—J. W. 
Clark, purchasing agent, Thomas 
Robertson and Company, Limited, 
Montreal, Canada. 

* * 2 

“This is a very valuable book and 
one which we will find use for 
throughout the year.”—J. H. Palmer 
manager, supplies and tools depart- 
ment, Banks-Miller Supply Com- 
pany, Huntington, West Virginia. 

x * x 

“We always appreciate this book 
and it is of much service to us.”— 
C. G. Hardwicke, secretary, Hard- 
wicke-Etter Company, Sherman, 
Texas. ~ a se 

“We are sure that this catalog will 
prove of great value to us. We 
greatly appreciate your sending us a 
copy.”—Edw. J. McGettigan, Mad- 
dock and Company, Philadelphia. 

es 2. * 


“Copy of your directory came to 


hand today, and we must say that in 
our opinion it is the best and most 
comprehensive mill supply directory 
ever issued.”—H. D. Ottregge, man- 
ager, mill supply department, The 
S. B. Hubbard Company, Jackson- 
ville, Florida. 
s« * 

“We wish to compliment you on 
this book, especially the manufac- 
turers’ catalog section.’”—C. W. 
Griswold, vice-president and general 
manager, The Sidney B. Roby Com- 
pany, Rochester, New York. 

x * x 

“We often refer to your directory 
and we can safely say that it has led 
to several profitable connections for 
us.”—Don Johnson, Don F. Johnson 
and Company, Buffalo. 

* 2 * 


“We are very much pleased with 
the issuance of this directory. You 
have gotten it up in a very condensed 
way and we have used it considerably 
and found it to be very accurate. Not 
only are items indexed in a way that 


| makes them easily found, but the 


trade name section is of great value.” 
—-A. L. Stamps, purchasing agent, 
J. E. Dilworth Company, Memphis, 


| enn, * * * 


“We are very much pleased with 


the 1932 edition of the Mill Supplies 


| Catalog & Directory. You certainly 


1905 GrrandD 1932 


FLEXIBLE SHAFT 
MACHINES 


1/8 to 2 H. P. 
for 
GRINDING 
POLISHING 
ROTARY 
FILING 
SANDING 
DRILLING 
SCREW 
DRIVING 
NUT SETTING 
and 
Many Other 
Operations 





WE BUILD 
ONLY THE 
HIGHEST 
QUALITY 
FLEXIBLE 
SHAFTS 
AND 
MACHINES 





SEND FOR 
56 PAGE CATALOG 


N. A. STRAND & CO. 
MANUFACTURERS 


5001 No. Lincoln St., Chicago 


Ghonite 


Brake Linings and 
Blocks 














Profitable 


Ebonite brake linings and brake 
blocks come in forms and sizes for 
all industrial and automotive uses. 
They carry a substantial margin, give 
satisfaction and build repeat business. 
The Ebonite characteristic, more 
compound and less asbestos, gives a 
lining that holds its braking quality 
clear through, that has a bonger life. 
Write for catalog sheets for all of 
your men. Test out this market be- 
fore you put in a stock. 

We will help in filling 
your orders for cut 


lengths. 
eS L.J.MILEY CO. 
yp 


> INCORPORATED 


1462 S.Michigan Ave. 
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Low PRICE 
On BOLTS 


without satisfactory merchandise 

and service in return, is in 

reality, a premium price. Low 
tag : : 

price is the wolf in lamb’s cloth- 

ing. 


The true quality of an article 
is in its final cost—not as you 
buy it—but after you use or han- 


dle it. 


Uniformity of the product 
shipped, time after time, and de- 
pendable deliveries are important 
factors. 


Clark Bros. Bolt Co. make the 
best it is possible to produce irre- 
spective of cost, but with 78 
years of experience, intensive re- 
search work, and latest equip- 
ment, are able to offer you their 
product at a saving. 


CLARK rosRott (p 


Black Ave., Milldale, Conn. 


ie 
<< 





| liams Machinery Company, 


have 
fort on it, and we appreciate receiv- 
ing a copy.”—W. H. Waite, general 
manager, Hunting Supply Corpora- 
tion, Watertown, New York. 
* © 4 

“We are very glad to receive your 
directory, for we can assure you that 
the 1931 edition was used exten- 
sively, and, through the very careful 
manner in which you compiled this 
book, we were able to get, on many 
occasions, valuable information with 
little trouble.’-—H. Reardon, 
supply department, The A. R. 


very 


Toronto 


| Ontario, 


* 


“Your Mill Supplies Catalog & 
Director reached us yesterday, and 
we are certainly pleased with it. It 


will no doubt be of real help to us 
in buying.”—H. J. Menges, Joseph 
\Voodwell Company, Pittsburgh. 


“Wei are sure that this Catalog 


and Directory will be very helpful.” 


M. W. Drayton, general purchas- 
ing agent, The Canadian Fairbanks- 
Morse Company, Montreal, Quebec 


* *K x 


‘This book seems to be very com- 
plete and better than previous issues. 
We have found it a great 
help in locating manufacturers of 
equipment that we wish to purchase.” 


always 


L. H. Wiesenborn, N. O. Nelson 
Mfg. Company, St. Louis. 
¢¢ * 
“\WWe have in the past found this 


volume very helpful and information 
complete. We use it many times in 
the course of a year.”—R. Fletcher, 
Hand Hardware Company, Eliza- 
beth, New Jersey. 

* ok O* 


“We have received the 
plies Catalog & Directory which we 
find to be very attractive and use- 
ful.” \W. Curtis, president, 
the Curtis Supply Company, Buffalo. 


Mill Sup- 


George 


* * * 


“We have found this is very valu- 
able in looking for our needs.” 
H. M. Kirk, Kirk, Hutton and Com- 
pany, New Castle, Pennsylvania. 


* * * 





“During the past we have found 
| your directory to be very useful and 


spent considerable time and ef- | 


Wil- | 


we are very glad indeed to receive 


‘ 


AA fifteen 


hag 
E 


pint yee 


iH HiIl 


hi 





ONE PIECE DISC 


Slip the dise onto the stem no 
screwed-together parts to corrode 
or fall down into the line ... no 
time wasted when a hurry-up re- 
pair is under way. A Pratt & Cady 
Renewable Dise Valve may 
its cost many times over because 
of this important feature. 


eee 


save 


Another advantage is the union 
bonnet. Upon expansion, the body 
is re-enforced—pressure and heat 
tighten, rather than loosen, the 
bonnet joint. 


Tough, close-grain Pratt 
& Cady Valve Bronze is 
used for the body. Stems 
are rod bronze. Kool- 
grip malleable iron hand 
wheels assure a firm, cool 
hold. 


Reading-Pratt & Cady Co., Inc. 


An Associate Company of the American Chain 
Company, Ine. 





BRIDGEPORT, CONN. 


Offices and Warehouses: 
Boston, Charlotte, Chicago, Cleveland, 
Hartford, 
Pittsburgh, 
cisco, Tulsa. 


Cetroit, 
New York, Philadelphia, 
St. Louis, San Fran- 


Houston, 
Rochester, 













PIAL Tc CADDY 


RENEWABLE 
|b) RY bee V7. 0 BG 
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These seemingly com- 
monplace items are 
great profit-builders for 
the mill supply distribu- 


tor and there is hardly 

an industrial that doesn't 

buy these things in lots 

of a thousand to mil 

lions 

Ottemiller makes a full 

line of set serews, cap Why not 

serews, coupling bolts use our 

and milled studs—thor tas 

oughly good and depend atest 

ably uniform catalog? 
THE 


OTTEMILLER 


COMPANY 
York, Pa. 





X-L 


Seamless Pipe Couplings 


MERCHANT TESTED 
PIPE NIPPLES 
PACKED in CARTONS 


4” TO 1” PIPE SIZE 
ASSORTED OR ONE 




















Xx 
x 
Xx 
Xx 
Xx 
Xx 





NO DUST 
NEAT FIT 


Wheeling Machine Products Co. 
WHEELING, W. VA. 


your latest edition.”—-C. Carpenter, | 


| ioneenin Springfield, Illinois. 


x * * 


“With reference to this directory, 


the manufacturers’ section.”—H. F. 
| Sands, treasurer, Robinson, Cary 
| and Sands Company, St. Paul. 

* * x 


“We thank you for your Mil Sup- 


| plies Catalog & Directory, which we 


| find mighty useful, as we have occa- 


sion to refer to it daily.”—J. J. 
Werst, Plumbers’ Supply Company, 
Evansville, Indiana. 
* * * 
“We take this opportunity of con- 
gratulating you on getting out such 
a complete and comprehensive cata- 


| log.”"—Wm. Kelly, purchasing agent, 





The W. M. 
pany, 


Pattison Supply Com- 
Cleveland, 
* * * 

“We have always found your cat- 
alog and directory very helpful in 
looking up the names of reliable 
manufacturers, and in these times of 
depression we feel it is most essen- 
tial to select good 


sources of sup- 

| ply."—F. -C. Fager, Van Dernberg 

Supply Company, Rockford, Illinois. 
ar 


“The writer has found this to be 
a great benefit from the standpoint 
of giving invaluable information re- 
garding manufacturers of high grade 
merchandise. We probably use your 


directory more than any other pub- | 
"—James E. | 


lication of a like nature.’ 
Rice, manager of sales, 
Hardware-Mill Supply 
Battle Creek, Michigan. 
* * x 

“We have looked through your 
catalog carefully and wish to com- 
pliment you on the composition of it. 
We can see where it will be helpful 


Kendall 


to us frequently.”—B. H. Ackles, 
manager, factory supply department, 
The Rayl Company, Detroit. 

* * cK 

“We will make good use of this 

book.”—Sees and Faber Company, 
Philadelphia. 

* * * 


“You certainly are to be compli- 
mented for the way you have com- 
piled your directory. We shall use 
this directory regularly during the 
year.” — Michael Berger, manager, 
supplies department, Service Supply 
Corporation, Philadelphia. 

* * * 

“We have received your directory | 

and are very much pleased with it. 


Company, 


Encourage Economy 


While YouIncrease Profits with 


we find it very useful, particularly | 


‘Genuine Hettrick 


Stitched Canvas Belting 


HE urgent need for plant 

economy today gives you 
your finest opportunity to sell 
Genuine Hettrick Stitched 
Canvas Belting. 

Genuine Hettrick is eco- 
nomical — in every sense of 
the word. Test after test has 
proved it. At the same time, 
it measures up to the very 
highest standards of belt ef- 
ficiency. 

Help your customers to keep 
their belt costs down to the mini- 
mum by selling them Genuine 
Hettrick. And, at the same time, 
increase your profits and repeat 
orders. 

Write for the details of our 
distributor franchise. 


See our exhibit on Page 121 of the 
{[ nes MILL SUPPLIES CATALOG |p 
and DIRECTORY. 


HETTRICK MFG. CO. 


Summit and Magnolia Sts. 
TOLEDO, OHIO 














alesmen for distributors 
will find much informa- 
tion of vital importance 


to them in every issue 


of MILL SUPPLIES. 


t four cents per man 
you can supply each in- 
dividual on your staff 
with his own copy every 


month. 


ook over this issue and 
analyze itsi' value to 
your men now — when 
they need help most. 


nter your order for 
each of your salesmen 
today. 


end us the names and 
addresses of your men. 
Start MILL SUPPLIES 
working for them now. 
We will bill you later. 


MILL SUPPLIES 


“The Magazine of Industrial Distribution” 
520 N. Michigan Ave., Chicago, Ill. 
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It will be a great help to our pur- 
chasing department.”—-H. L. Miller, 
president, Tennessee Mill and Mine 
Supply Company, Knoxville, Ten- 
nessee. 

* 


* * 


“Our sales department, as well as 
our purchasing department, find this 
catalog a very useful and valuable 
addition to our catalog file.’—M. L. 


Derge, general manager, The Trum- | 


bull Manufacturing Company, War- 
ren, Ohio. 
* 


* x 


“The twenty-fifth edition of Mill | 


Supplies Catalog & Directory has 
just been received, and I have spent 
a profitable half hour reviewing it. 
It serves a “first aid’ when I 
must reach manufacturers quickly, 
whether for parts or complete prod- 
ucts.".—-L. G. Isaacson, president, 
L. G. Isaacson Company, Aberdeen, 
Washington. 


as 


* * 


* 


“The twenty-fifth edition of Mill 


Supplies Catalog & Directory is very | 


comprehensive. 

“We have had a great deal of use 
out of the last year’s edition and, of 
course, welcome receiving your latest 
number, as by referring to it, we 
save considerable time. 

“We find the catalog section of 
this Directory very useful, as it elim- 
inates the necessity of having a lot 
of small catalogs about.”—C. K. 
Gartner, manager, factory sales de- 
partment, Hibbard, Spencer, Bart- 
lett & Company, Chicago. 

> = ¢ 


“Your Mill Supplies Catalog & | 


Directory contains considerable in- 
formation. We like it better than 
other directories because it is not so 


large as to make it difficult to handle | 


and, at the same time, gives just as 
much information as the larger ones. 

“We used your last Directory 
twice as much as any other we have 
because the products you have listed 
are the type in which we are most 
vitally interested. 

“In addition to the directory sec- 
tion, we find the catalog section of 
tremendous value.”—C. F. Woess- 
ner, purchasing agent, The M. D. 
Larkin Company, Dayton, Ohio. 

x * * 

“We appreciate very much re- 
ceiving the 1932 edition of your Cat- 
alog. The manufacturers’ catalog 
section is particularly helpful be- 
cause it contains complete, valuable 
information.” —F. W. Glover, presi- 






















We Like To Talk About It 


— because 


























It Interests You 
HY do we keep on emphasizing 


v\ the CAPITAL Distributor 
policy? 


Because we believe it is absolutely the most 
important message we can give you today. 


It assures you of complete protection, of 
active and effective sales cooperation, of 
definitely good profits. These are the in- 


Over the years CAPITAL — centives you are looking for today. 
“Red Cap” Brushes and 
Brooms have won a repu- 
tation for performance 
that will make your sales 
job easier. 


We are anxious to tell you the complete 
CAPITAL story. Write for all the facts 
at your earliest opportunity. 


INDIANAPOLIS 


BRUSH & BROOM MFG. CO. 


ESTABLISHED 1890 
quae 126 Brush Street, Indianapolis, Ind. gag 


Triple Convention at Cincinnati 


Plan now to attend the Triple Convention of The National 
Supply and Machinery Distributors’, Southern Supply and 
Machinery Distributors’ and American Supply and Machinery 
Manufacturers’ Associations at the Hotel Netherland-Plaza, 
Cincinnati, May 2, 3 and 4. 


For full convention details, write any of the following men: 


George A. Fernley, secretary, The National Supply and 
Machinery Distributors’ Association, 505 Arch Street, 
Philadelphia. 


Alvin M. Smith, secretary, Southern Supply and Machinery 
Distributors’ Association, Seventh and Bainbridge Streets, 
Richmond, Virginia. 


R. Kennedy Hanson, secretary, American Supply and Ma- 
chinery Manufacturers’ Association, 916 Clark Building, 
Pittsburgh. 
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FLOATS FOR ALL USES 


EEPING pace with indus- 

try, Harris Floats are made 
in a number of metals, to meet 
the most exacting specifications. 
Copper, plain steel, stainless 
steel, KA-2, pressed aluminum, 
cast aluminum, monel, zinc, 
brass and galvanized iron . 
with platings of nickel, chro- 
mium, lead and silver. 


Engineering service for float 
users with special problems. 
Distributors find float replace- 
ments a profitable item. Ask for 
catalog. 


When ordering floats, specify shape, 
size, metal, pressure and connection. 


ARTHUR HARRIS & CO. 


Coppersmiths -- Engineers 
Brass Founders 


210-218 N. Curtis St., CHICAGO 











Copper Tubing 


Seamless. Sizes—from yy to 1% 
in. O. D. any gauge. 


Brass Tubing 


Seamless. Sizes—from vs to 1% 
in. O. D. any gauge. 


Aluminum Tubing 


Seamless. Sizes—from 7; to 1% 
in. O. D. any gauge. 


Coils and Bends 


—all shapes and sizes which use 
tube from 7; to 14% in. outside 
diameter, any gauge. Unbrazed 
lengths up to 100 feet. 


Fabricated Parts 
and Complete 
Assemblies 


—manufactured to your specifi- 
cations. Send your blue prints 
for prices, 


WOLVERINE. TUBECO., 


SEAMLESS COPPER 3 


j BRASS & ALUMINUM 


1451 Central Ave. Detroit, Mich. 


| book we 


| vice-president, 
| Company, 


| Kinabrew. 


dent, 
pany, 


The Textile Mill Supply Com- 
Charlotte, North Carolina. 
* * x 


“We are pleased to have received 


Directory. This book is kept on my 
desk. I cannot fully 
helpful it is to me in my work. 
want to compliment you especially on 
the manufacturers’ catalog section, 
as it has saved us considerable time 
in checking invoices.”"—E. M. Birk- 
enbach, purchasing agent, The Ross- 
Willoughby Company, 
Ohio. 


Columbus, 


“We wish to compliment you on 
your 1932 Catalog, especially the 
manufacturers’ catalog section. We 
use this book considerably.”—C. W. 
Griswold, vice-president, The Sidney 
B. Roby Company, Rochester, New 
York. 

k ok x 

“Your 1932 Directory is a fine 
book. We would be lost without it.” 

-E. I. Leighton, secretary, 
ton Supply Company, Fort 
lowa. 


Leigh- 
Dodge, 


xk ok * 

“We often refer to your Directory 
and can safely say that it has lead to 
several profitable connections for us. 
We believe your Directory to be a 
splendid medium for manufacturers 
to place their lines before us.”—Don 
Johnson, Don F. Johnson and Com- 
pany, Buffalo, New York. 

* * * 

“Your Catalog & Directory is a 
use every day buying 
information.” — J. C. McKendry, 
Peerless Mill Supply 
Buffalo, New York. 


* *x * 


for 


“We find your latest Catalog most 
complete and helpful. It certainly is 
a big aid in locating items and manu- 
facturers. It is the right-hand man 
for the distributor’s purchasing 
agent, and we, for appreciate 
receiving a copy.” A. Anderson, 
president, Chattanooga Belting and 
Supply Company, Chattanooga, Ten- 
nesessee. 


one, 


—G. 


* * * 


“We find the 1932 edition of your 
Catalog is up to your usual stand- 
ard. It is generally given the pref- 
erence around our office in looking 
|up buying information.” — J. M. 
vice-president, Standard 
Supply and Hardware Company, 
New Orleans, Louisiana. 


ARM am HAMMER 
“Wrot Iron Anvils 


the latest edition of your Catalog & | 
CRUCIBLE STEEL FACE 
tell you how | 
We } 


Sold Through 


Distributors 


Prompt Shipments 
Made from Stock 


COLUMBUS ANVIL AND 
FORGING CO. 


Main Office and Plant 
115-129 FRANKFORT STREET 
COLUMBUS :: OHIO 


General Forgings 
of Wrought Iron and Steel 





The Davis 
Back-Pressure 
Valve 


Distributors like the Davis 
line of valve specialties 
because they require less 
"cold turkey" selling. The 
line is known from coast 
to coast; 50 years of 
goodwill are behind it. 


The line is complete; a 
valve specialty for every 
automatic pressure regu- 
lation requirement. 
DAVIS REGULATOR CO. 


2544 South Washtenaw Ave. 
CHICAGO, ILLINOIS 
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